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PRESIDENT EISENHOWER: He asked for broad bank cooperation (See page 33) 


This Month: 


NEWS REPORT: A. B. A. CONVENTION by The Editors 


SOLVING CENTRAL-CREDIT FILING PROBLEMS by P. V. Henley 


CORPORATE TREASURERS AND BANKING—II by Harry V. Odle 






































An added feature of 
this calculator is a de- 
vice by which you can 
compute automatical- 
ly the monthly amor- 
tization charge on a 
large selection of 
loan amounts at four 
different interest 
rates. 


The hand of dishonesty is taking an increas- 
ingly heavy toll these days. 


That’s why it’s a good idea to examine your 
Bankers’ Blanket Bond closely to see that the 
amount of your protection gives you the 
margin of safety you need. Insufficient pro- 


tection invites disaster! 


To help you determine the amount of cov- 
erage you need, your Indemnity Agent will 
be happy to give you a handy Bankers’ Auto- 
matic Calculator. You can find the suggested 
amount of Bankers’ Blanket Bond coverage, 
as recommended by the American Bankers 


boot 


ROTECTION HAVE YOU? 
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Association, simply by manipulating the card 
in the slot. The amount slides instantly and 
easily into view. 


This convenient desk device is free, of 
course. Talk over your Bankers’ Blanket Bond 
with the Indemnity Agent—make sure it gives 
you full protection against all insurable haz- 
ards. And ask your Avent for your copy of the 
Bankers’ Au Iculator. 


i} QEMMITY | “SURANCE COMPANY OF 


NOR’ } AMERICA 


et, Philadelphia 1, Pa. 
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Encouraging Thrift 


Sirs: We have developed a novel coin 


bank to appeal to potential savers. It 
takes the shape of the bank’s trademark, 


which is an outline of the State of 
Arizona. 

The new banks are of copper color, 
tieing in with copper mining. as one of 
our prime industries, and have proved 
unusually popular since they were dis- 
played in the bank’s windows. They are 
not sold but are given with a deposit 
of a dollar. 

GEORGE V. CHRISTIE, Vice-President, 
First National Bank of Arizona, 
Phoenix, Arizona 





° od Sf 


Bank-Share Owners League 

Sirs: We are writing you with refer- 
ence to the news story on the Bank- 
Share Owners League that appeared 


under the heading of “Embezzlement 
‘Umbrella’ ” on page 18 of your August 
issue, 


In the material furnished you for this 
story, we feel that you have been imposed 
upon, particularly with reference to the 
statement reporting that “the [Illinois 
Department of Insurance has ruled that 

| the new insurance is available legally 
to members in all states, and that the 
underwriters are subject to suit in any 
state.” 

As evidence of this appraisal on our 
part, we enclose a news item published 
in the July 24th issue of the American 
Panker and a paid advertisement inserted 
in the same publication on July 30. 

The advertisement, signed by J. Ross 
Humphreys, president, Bank-Share Own- 
ers League, states that “The Illinois 
Insurance Department was not requested 

| to nor did it rule upon the question of 

| whether the insurance is legally avail- 

able in all States or that the Under- 

vriters are subject to suit in any State. 

| This was an error 
extremely sorry.” 

: The news item explained further that 


for which we are 
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the “opinion was given by a Chicago 
law firm, and not the Department of 
Insurance.” 
MARTIN W. LEwIs, General Manager, 
The Surety Association of America, 
New York 38, New York 
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North of the Limpopo 


Sirs: In the thought that it may be 
of interest, we are sending you a copy 
of a little book recently published mark- 
ing the Rhodes Centenary and telling 
something about the early days of our 
bank in Nyasaland, North Western and 
North Eastern Rhodesia. Our record, as 
the first bank to go into the three terri- 
tories is one of which we are proud. 

The story of the Standard Bank in 
Rhodesia opens with a discussion be- 
tween the Colony’s great founder and 
the bank’s general manager in 1892. 
Rhodes stressed the need for a bank in 
the new country and expressed the wish 
that the Standard Bank should be the 
first to cross the Limpopo. 

Two men were chosen to go north. 
After collecting some- £3,600 they set 
forth on June 20, 1892, traveling by 
coach and light wagon, and reached 
Salisbury in Mashonaland, July 16. The 
population was between 200 and 300, 
including those who had been attracted 
by the fabled gold of Monomatapa and 
the wealth of the land of Ophir. The 
bank opened for business in the building 
of the British South Africa Company, 
July 20. 

In 1894, the way was opened for. the 
development of Matabeleland and there 
was a rush to the territory. The bank, 


in true pioneer fashion opened its branch 
first in a small bell tent in Bulawayo. 
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The handling of the early gold business, 
as the book recounts, was less orthodox 
than would now be considered safe. 
During rainy seasons in particular, 
coaches and carts would arrive at all 
hours of the night and officials would 
take delivery and then sleep with the 
gold under their beds until morning. 

In 1901 the bank opened a branch at 
Blantyre in what was then North Eastern 
Rhodesia and in 1906, at Kalomo in 
Northwestern Rhodesia, the latter being 
moved later to Livingstone. 

The bank’s business in Rhodesia has 
grown with the country. Since it opened 
in Salisbury in 1892, the staff in Rhode- 
sia and Nyasaland has grown to no less 
than 900 spread over 49 offices and from 
the mere £4,000 which stood to the credit 
of customers in August, 1892, deposits 
have risen to £44,000,000. 

B. C. Linpsay, Acting Manager, 

Commercial Service Department, 

The Standard Bank of South Africa, 

Limited, 
Cape Town, South Africa 
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People 
Like to Talk 





There are almost twice as many tele- 





phones as there were ten years ago 





As you drive around your community on 
a fine fall evening, you'll probably notice 
that it’s bursting at the seams! New homes, 
new stores, new buildings going up every- 
where! And it’s much the same in every 
other-town and city across the land. 





America is really growing! In the last 
ten years the population has increased nearly 
20 per cent. Where there were five people 
in 1943, there are now six. 


But, in the same period, the number of 
Bell Telephones has increased nearly 100 
per cent! Where there were five telephones, 
there are now about ten. 


The telephone business is growing faster 
than the population; faster than the number 
of families. It seems that Americans have 
been gaining a new idea of how the tele- 





phone can be used for getting things done. 
More people are using the telephone in more 
and more ways. 


One big reason is value. A few pennies 
still buy a telephone call. The cost of service 
has gone up far less than most other things. 


The coming years will see still greater 
advances in telephone communication and 
its usefulness to the public and the nation. 





BELL TELEPHONE SYSTEM 


LOCAL to serve the community, A 


NATIONWIDE to serve the nation. 
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TRENDS UN FINANCE 








Estimating the Effects of 
a Business ®ownturn 


In all the discussion that has abounded 
in recent months on the likelihood of a 
business decline, little attempt has been 
made to explore the specific effect such 
a trend would have on corporate profits 
and the fiscal health of the Federal 
government. 

Believing this to be a subject well 
worth exploring, William R. Biggs, vice- 
president, The Bank of New York, re- 
cently set himself to the task. His method 
was to relate the experience of the two 
most recent business declines, those of 
1937-1938 and 1948-1949, to the estimated 
1953 average level of activity. The same 
percentage declines in production, prices, 
personal incomes, personal taxes and 
pre-tax profits that occurred in the two 
earlier periods were arbitrarily applied 
to the 1953 estimates. Then by adjusting 
for the present tax structure, Mr. Biggs 
obtained an idea of what might happen 
to the Federal budget and to corporate 
profits after taxes, under two varying 
degrees of recession. 

In a pamphlet citing his findings in 
detail, Mr. Biggs disclaims any intention 
of predicting such a downturn, although 
he concedes that the extent and duration 
of the boom “make this a not unreason- 
able expectation.” 

Profits “cushioned.” One major surmise 
he reaches from his analysis is that any 
decline in business profits from a reces- 
sion will be very much cushioned by the 
scheduled elimination of the Excess 
Profits Tax and by loss carry-backs. He 











THE FEDERAL BUDGET 
and 


CORPORATE PROFITS 


in a Business Decline 
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WILLIAM R. BIGGS 
: Vice President 
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Past experience applied 


points out that even should the Excess 
Profits Tax not be ended on December 31, 
the decline in pre-tax earnings in the 
event of a business let-up would eliminate 
most of the receipts, so that the effect 
would be the same. 

As the summary table at the bottom 
of the page shows, Mr. Biggs estimates 
that in the event of a minor business 
decline such as occurred in 1949, corpo- 
rate profit after taxes would only fall 


13 per cent, compared to an actual drop 
of 21 per cent in 1949. Should the nation 
suffer a more severe recession resembling 
the 1938 decline, the conclusion was that 
corporate profits would fall 42 per cent, 
compared to the 51 per cent decrease 
actually registered in 1938. 

Government vulnerable. However, Mr. 
Biggs believes that the most outstanding 
conclusion to be drawn from his study 
is the vulnerability of the Federal govern- 
ment to a business decline. He points out 
that in the past 12 years the United 
States has built up a revenue system that 
depends to the extent of nearly 80 per 
cent on corporate and individual income 
taxes. Consequently, a decline in busi- 
ness and in profits would find the govern- 
ment a deeply involved partner, and its 
tax receipts would fade very rapidly. 
Thus, in the table below, Mr. Biggs has 
estimated that a relatively small decline 
in business of the 1949-type would result 
in a budget deficit of $17% billion, while 
a 1938-type decline would bring such.a 
large shrinkage in revenues that the 
estimated deficit would be nearly $30 
billion. 

“Certainly, one can conclude that the 
size of ‘possible budget and cash deficits 
in the event of assumed declines in busi- 
ness is a matter of most serious concern 
to the United States economy,” Mr. 
Biggs declares. “If the long-term integ- 
rity of the dollar is to be maintained, 
the present top-heavy dependence for 
revenue on income taxes must be ad- 
justed. Reform of the revenue system 
will not be easy, politically, since it will 
involve finding new sources of income 


In recession, present tax structure would cushion profits, intensify budget problems 

















‘EFFECTs OF A 1949-Typg or A 1938-TyPE DECLINE ON 
CORPORATE PROFITS AND THE FEDERAL BUDGET 
Metimeted 19t Tope % Deter, Wetiasted “Assets” Decline 
Estimated 1949-Type Desiie in 1949 1938 Tree ee” in ioae 
1952 1953 Decline from 1953 from 1948 Decline from 1953 from 1937 
: (Dollar figures in billions) 
Industrial Production Index .......... . 219 235 215 8.5% 8.5% 185 21% 21% 
(1935-1939 = 100) 
Wholesale Commodity Price Index .... 111.6 109 103-104 5% 5% 99 9% 9% 
(1947-1949 = 100) 
Personal Income (Before Personal In- 
tm Wee) $269.7 $285 $280 1.7% 1.7% $263 7.71% 7.1% 
Personal Income Tax (Federal) ...... 31.1 33 28 15% 15% 22 33% 33% 
Corporate Profits (Before Taxes) ..... 39.2 - 42.5 34 20% 20% 22.5 47% 47% 
Corporate Profits Taxes (Federal) .... 19.8 23 17.0 11.2 
Cor Profits (After Federal Profits . 
Oa os cas Caw nna rene 19.4 19.5 17.0 13% 21% 11.3 42% 51% 
Government Receipts (For fiscal year 
(SOBER Oe REE og BS 65.2 68.5 54.5 42.2 
Government Expenditures (For fiscal 
wie Qubowiag) 2... .-..... 2004s 74.6 74.1 72.0 72.0 
Estimated Deficit (Budget) (For fiscal 
WOE TOWED oes gw soe sevice ces 9.4 5.6 17.5 29.8 
Estimated Deficit (Cash) (For fiscal year ‘ 
Oe ee 5.3 2.8 16 29.8 
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Decline in “Big Board” 
Trading Volume 





Percentage of annual volume to the 
average of shares listed 




















Factors underlying Exchange’s 


such as a national sales tax of some 
kind. To put revenues into gear with 
expenditures so that we have surpluses 
in booms and deficits in depressions 
(instead of big deficits in booms and 
bigger ones in depressions) may even- 
tually require both higher taxes and 
lower expenditures. It will be especially 
difficult to make such changes during a 














Reflecting Downtrend, N. Y. Stock Exchange Seat Prices Have Sagged | 
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continuing look at commission rates, installment payment plans 


decline in business, since they might 
tend to prolong and intensify any such 
decline, and such action might be suicide 
for the party in power.” 

Reaping the harvest. On the basis of 
his study, Mr. Biggs observes that the 
new Administration is confronted with 
a “terrible dilemma,” in that it has 
inherited a tax system peculiarly sensi- 
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BLYTH & CO., INC. 


GOLDMAN, SACHS & CoO. 


LEHMAN BROTHERS 


M, A. SCHAPIRO & CO., INC. 


September 25, 1958. 





This is not an Offering Circular. The offer of this Stock is made only by 
means of the Offering Circular, which should be read prior to 
any purchase of this Stock, 


313,200 Shares 


National Bank of Detroit 


Common Stock . 
($10 Par Value) 


Rights, evidenced by subscription warrants, to subscribe for these 

shares have been issued by the Bank to the holders of its Common 

Stock, which rights will expire at 3:00 P. M., Eastern Standard Time, on 

October 15, 1953, as more fully set forth in the Offering Circular. The 

issuance of these shares is sisbject to approval by the Comptroller of 
the Currency. 


Subscription Price $45 a Share 


The several underwriters may offer shares of Common Stock at prices 

not lower than the Subscription Price set forth above (less, in the case 

of sales to dealers,.the concession allowed to dealers) and not higher 

than the highest known price at which Common Stock is then being 

offered in the over-the-counter market by other dealers, plus the 
amount of any concession allowed to dealers. 


Copies of the Offering Circular are obtainable from only such of the 
undersigned as may legally offer this Stock in compliance 
with the securities laws of the respective States. 


MORGAN STANLEY & CO. 


HORNBLOWER & WEEKS KIDDER, PEABODY & CO. 
MERRILL LYNCH, PIERCE, FENNER & BEANE 


PAINE, WEBBER, JACKSON & CURTIS 


WATLING, LERCHEN & CO. 


THE FIRST BOSTON CORPORATION 
HARRIMAN RIPLEY & CO. 


Incorporated 
LAZARD FRERES & CO. 


SMITH, BARNEY & CO. 


FIRST OF MICHIGAN CORPORATION 





























tive to declines in business activity, with 
the revenues from that system quite in- 
adequate even in the midst of a great 
boom to meet the current inherited level 
of expenditures. 
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**Big Board”? Problems 


Despite the recent defeat of a plan to 
raise average commission charges, ef- 
forts to find some solution to the earn- 
ings dilemma of New York Stock Ex- 
change member firms have not subsided. 

Accompanying charts tell a story of 
cause and effect. One depicts the drastic 
drop in yearly Big Board transactions. 
Although the number of shares listed 
is nearly three times the 1929 total, the 
percentage of turnover to the average of 
shares listed last year was only 13 per 
cent, compared with 119 per cent in 1929. 
The effect of this trend is seen in the 
prices paid for Exchange memberships, 
which sagged this year to $43,000. 

Elements of the ‘Exchange’s member- 
ship again may bring the question of 
higher average commissions before the 
Board of Governors of the Exchange in 
some modified form before the year end, 
with the hope of getting eventually a 
membership vote of approval. The mat- 
ter has been dormant but not dead since, 
by a 573 to 532 vote (of a total of 1,375 
members), an average rise of 15 per 
cent was defeated last August 6. 

Any new proposal—whether involving 
the submission of two other plans that 
were before the Governors at one time, 
or a new one involving a simple reduc- 
tion in the rise sought—would not neces- 
sarily get a “yes” vote. For, as the Au- 
gust vote indicated, members are badly 
split, and so is the governing board and, 
in view of that, some influential mem- 
bers felt that it was a mistake even to 
have had the vote at that time. 

Opposed views. While the defeated 
plan had some appealing features, such 
as figuring commissions on dollar values 
rather than number of shares, giving 
exemption from any rise to small and 

t 2s, and leaving unchanged or 
arges on deals of $1,000 or 
voting against it had some 
ments. 
iad weight with the so-called 
x floor brokers, and with 
ssion firms, was the fear of 
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East Side, West Side—piers, hun- 
dreds of them, provide New York 
with the greatest harbor facilities 


in the world. Ocean-going vessels, 
docking at the rate of 12,000 a 
year, have made the Port of New 
York a gigantic funnel through 
which pours about half of Amer- 
ica’s trade with the rest of the free 
world. 


It’s no accident that the finan- 
cial and shipping districts are lo- 
cated side by side in downtown 
Manhattan: they work hand in 
hand. The “Big Three” of foreign 
commerce—the importer, the ex- 
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porter and the transporter—all 
depend upon commercial banks 
that are organized to serve the 
financial interests of customers on 
a national and international scale. 


Such a bank is Chase National 
with headquarters in the center of 
New York’s financial and ship- 
ping districts. From here, Chase 
service reaches out through its 
correspondent banks (the most 
extensive system in the U. S.) into 
all 48 states. Overseas, Chase has 
branches and representatives’ offi- 
ces in Europe, the Far East and 
Latin America and, in addition, 


maintains close working relation- 
ships with leading banks in the 
markets of the world. 


If you have a foreign trade problem, 
why don’t you talk to the people 
at Chase? 


THE 


Chase 


NATIONAL BANK 
OF THE CITY OF NEW YORK 
HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 





pricing the Exchange out of business 
against the competition of non-member 
securities firms that even now run a mar- 
ket in listed stocks over the counter. 
They get their commissions in the form 
of a spread between bid and asked prices 
that might, under higher commissions, 
make it less costly to buy and sell off 
than on the Exchange floor. 

While it is true that commission rates 
have been unchanged since the present 
schedule was adopted in November 1947, 
in which interval the cost of doing a com- 
mission business has risen about 30 per 
cent, many members feel that higher 
fees are not the answer; that the inade- 
quacy of present rates is felt acutely 
only in dull market periods of low vol- 


ume, and that a better answer would be 
to diversify and take on various sidelines. 

Installment plan. On the matter of 
making available to the ‘public partial 
payment plans for stock purchases (Bur- 


roughs Clearing House, July, 1953) there 


may also be something stirring before 


the end of the year, but plans now under — 


discussion are snagged by “bugs” that 
are both administrative and legal. 

. Apparently to by-pass the legal ones, 
the plans so far before the Exchange 
do not involve the use of credit; thereby 
they won’t run afoul of Federal Reserve 
Regulations T or U or be subject to Re- 
serve Board margin requirements. Tenta- 
tive plans are based upon the idea that 
many persons will sign up to buy speci- 
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with ove bank 


Business funds deposited in any Bank of California office are 
, immediately,in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in impor tant transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SAN FRANCISCO « PORTLAND «+ SEATTLE * TACOMA 


Member Federal Deposit Insurance Corporation 
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fied stocks, or a group of them, on a basis 
of $50, say, a month. Apparently as 
money was paid in to brokers, stocks 
would be bought by brokers and pro- 
rated among participants, with one or 
more banks acting as custodians and 
possibly taking over the job of looking 
after future cash payments and addi- 
tional stock purchases. Some observers 
feel that a cash-only purchase plan, in- 
volving assorted prices paid at different 
times for the same securities, by no 
means would have the sales appeal of a 
plan involving credit. 

The adminstrative difficulties revolve 
about who is going to take on the job of 
handling a multiplicity of small indi- 
vidual accounts, the banks or the brok- 
ers, and how much the original cost of 
the shares could be “loaded” with other 
charges or fees that would finance the 
cost of carrying it, and whether the 
“load” factor would compare favorably 
or unfavorably with mutual funds, which 
are supposed to average 8 per cent in 
that regard. 

Local experiments, It is quite possible 
that some brokers or banks will evolve 
acceptable plans, probably involving the 
use of credit, before the Stock Exchange 
does. One of these is now being tried out 
experimentally in banks in Wilkes-Barre, 
Pennsylvania, with stock broker cooper- 
ation. Another is being tried in Ro- 
chester, New York. Some months ago 
one of the large New York banks 
thought it had a good plan worked out, 
only to find that it probably would be in 
technical violation of Reserve Board reg- 
ulations. It was then dropped. 

The idea is alluring enough to bring 
If autos, radios, TV 
sets, houses and most other things can 
be bought on the instalment plan, why 
not securities? The obvious answer is 
that there must be a practicable way. 


| The Stock Exchange has been taking the 


' matter seriously. 





Earnings problem. Underlying _ the 


| proposal to raise commission rates and 


the plan to increase trading volume is 
the practical problem being faced by Ex- 
change member firms to make income 
match increased operating costs, and 
leave a satisfactory net. Besides the 
foregoing solutions, there remains only 
the possibility of internal economies such 
as a better clearing system. 


a4 ° ° 


Disappearing Banks 

A “grassroots” movement to solve the 
problem of proprietorship succession in 
small and medium-sized banks has been 
started in South Dakota, and interest has 
spread to other states. 

Inability to solve this increasing prob- 
lem, stemming principally from the high 
level of personal income taxes, caused 
more banks to fade from the national 

scene last year than any yeal 

3, and so far this year the liqui 
end has accelerated still faster. 

Stu ‘oundation. It was this situa- 
ion impelled the North Dakota 
ssociation to set up an Ameri 

Bank Tax and Research Four- 
h the primary objective of de 
2w financial tools to facilitate 
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bank purchases, possibly involving some 
plan of long term credit. Supporting 
resolutions have since been passed by 
Scuth Dakota, Minnesota and Wisconsin, 
while the subject is under consideration 
in Montana. 

Heading the newly-formed Foundation 
as president is C. W. Burges, president 
of the Security National Bank, Edgeley, 
North Dakota, and a past president of 
the North Dakota Bankers Association. 
Vice-President is G. A. Flefstad, also a 


R. H. BARRY 


Sparks bank purchase study 


past president of the association and 
president, Sargent County Bank, For- 
man; treasurer is William Stern, presi- 
dent, Dakota National Bank of Fargo. 
R. H. Barry, a former banker and now 
president of the investment firm of Barry 
& Company, Fargo, has been a prime 
mover in the program, is secretary of 
the Foundation and recently spoke on the 
subject at the annual convention of the 
National Association of Supervisors of 
State Banks. 

According to a recent statement from 
C. C. Wattam, secretary of the North 
Dakota Bankers Association, these men 
at present constitute the board of direc- 
tors of the Foundation, but it is their in- 
tention to enlarge this board with bank- 
ers in the surrounding states at an early 
date. 

Example of problem. The problem of 
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situa- 


the presidential or ownership succession 
may best be illustrated by an example. 
Suppose a controlling stockholder of a 
small or medium sized bank, who is usu- 
ally the president or chairman, becomes 
too old or too ill to continue and wishes 
to assure the carrying on of the business 
through another owner. 

Naturally the controlling stockholder 
not only wishes to be relieved of manage- 
ment responsibility, but wishes to con- 
vert his ownership into cash or market- 
able securities and, of course, to provide 
for inheritance taxes. 

There are still many individuals with 
management qualifications today but be- 
Cause of the tax laws they lack the fi- 
Nancial means to take over. 

$200,000 debt. Let us assume that the 
Net worth of the bank that is to be sold 
by the controlling owner is $400,000 and 
that the executive vice-president, or some 
othe: person connected with the bank is 
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Your customers profits 


come from risking 
workiné capital. 


Customers protect both when their 
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accounts receivable 


are adequately covered by 


American Credit 
TISUPANCE oie ou 


never a substitute for 
a credit department 
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American Credit Insurance contributes at 
least 12 major benefits to. sound financial management 
aepvows COMPANY and maximum sales efficiency. Many banks are recom- 
mending this protection .before approving commercial 
loans... there is no charge to include the bank as 
a named assured. The advantages of AMERICAN CREDIT 
INSURANCE are outlined in this new book. We'd like to 
mail you a copy. Phone our office in your city or write 
AMERICAN CREDIT INDEMNITY Company of New York, 
First National Bank Building, Baltimore 2, Md. Just say, 
“Mail me book offered in Burroughs Clearing House.” 
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able to raise, with the help of friends 
who have some money, a total of $100,- 
000. That leaves $300,000 to be paid, 
somehow. 

The prospective buyer knows that an- 
nual future earnings of this particular 
bank can be figured safely at 8 per cent 
on $400,000, after taxes, or $32,000. He 
knows that in accordance with safe prin- 
ciples 40 per cent of such earnings must 
be retained in surplus and profits for 
growth and for contingencies. 

So, he figures, he can take in dividends, 
and pay to the former owner, 60 per cent 
of the annual earnings, or $19,200 a year. 
But he finds that he is in the 50 per cent 
tax bracket, which means that he will 


have left annually, after federal and 
state taxes on income, only $9,600 of the 
$19,200. 

That means: with $9,600 to service a 
$300,000 debt at 5 per cent the prospective 
buyer will be short $5,400 to meet the 
first year’s interest, with no provision 
made for a payment on accouht of prin- 
cipal. 

Long process. Assuming the down pay- 
ment and tax bracket the same, but giv- 
ing the buyer credit starting the second 
year with average interest paid in the 
preceding year, the buyer would have 
$13,350 of the $19,200 dividend to pay 
$7,500 interest and $5,850 on principal. 
Under this arrangement, if the buyer 





What if Rip Van Winkle 
had been a Canadian? 


If Rip had taken his nap in the 30’s, he would not recognize the 
industrial Canada of today. Since World War II alone, over 

$3 billion has been invested in manufacturing; more than 1,500 firms 
producing aircraft, electronics, machinery, machine tools, plastics, 
nylons and many other manufactured products have started in business. 


Imperial Bank has an expanding branch program to serve this 
industrial progress. In Ontario and Quebec, two of Canada’s major 
industrial provinces, Imperial Bank of Canada has a chain of 
branches linked to the many other branches serving the 

industrial, mineral and farming areas in Canada from coast to coast. 
Imperial Bank is, therefore, able to provide up-to-date information 


on Canada’s changing scene. 


LET IMPERIAL BANK KEEP YOU 
UP-TO-DATE ON CANADA! 


We invite interested U.S. Banks to investi- 
gate our services as a correspondent bank. 
Write: Imperial Bank of Canada, Head 


Office, Toronto. 


IMPERIAL 


IMPERIAL BANK OF CANADA 
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were 35 years old at time of purchase of 
the bank, he would be 87 years old when 
the final payment is made on his $300,- 
000 note. 

In the 52 years he would earn nothing 
on his investment that was unencumbered 
by his note. 

To pay off the $300,000 debt would use 
up $2,000,000 earnings of the bank be- 
fore taxes, assuming the bank were in 
the 50 per cent tax bracket. 

The situation is further complicated 
by the fact that the inflation of recent 
years has lifted the net worth of many 
banks beyond the reach of otherwise 
qualified buyers as well as by the fact 
that-for small and many medium sized 
banks there is no market for their shares 
and consequently no liquidity for the 
buyer who takes large blocks of them. 

Some solutions. The grassroots ap- 
proach to the problem, as delineated to 
date, recognizes the fundamental neces- 
sity of getting higher bracket income 
taxes down, but also that there are new 
tools that may be provided in the period 
of waiting for such taxes to come down. 
Some ideas being discussed are: 

1. Provide new long term credit ma- 
chinery for individuals having manage- 
ment qualifications. Such long term ma- 
chinery would provide for payments 
over 15 to 20 years. 

2. Provide for a Class A stock that 
would have an appeal, like preferred 
stock, to individual investors. This would 
make possible substitution of a stock 
with sinking fund features, to be used 


| either with preferred or common stock, 





instead of a note, with certain tax ad- 
vantages. 

This substitution of stock for use of 
a note is currently objected to by super- 
visory authorities, and often not provid 
ed for by law. 

3. Provide investment houses facilities 
and investment counsel in at least ten 
large cities that could facilitate the shift 
of bank control from existing ownership 
to new buyers. This would mean an ef- 
fort to provide “package” terms to new 
investors and to lift bank preferred stock 
from its present position of relative dis- 
favor to high investment merit. 

What is necessary is to find some 
means whereby it will not require as 
much as $2 million of bank earnings to 
liquidate a debt of $300,000. No change 
in the United States Revenue Code is be- 


| lieved required. 





It is obvious that liquidation or sale of 
a-bank to another bank is much easier 
than is the perpetuation of the same 
bank under new control. It is this situa- 
tion that the grassroots bankers are 


| banding together to solve. 
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Expenditures 


plans to increase manufac- 
y by 16 per cent between now 


xpenditures are beginning to 
from expansion to moderni- 


tion allowances, which now 

\ litle more than half of capital 
ding, are mounting rapidly. About 
per cent of manufacturing firms have 
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**The colder the winter, the better.’’ So felt this distributor of heating fuel 
oils. However, cold winters also meant extraordinary accounts 


receivable accommodations to support community demand. 


The company was a good earner, but as all available cash was needed for additions 


and improvements to properties, there was a working capital deficit. 


A major supplier carried the inventory and the bank held a mortgage on the 
property. The business kept growing and the prospect of being called 
upon again to support their client’s seasonal rise in receivables (in 


greater amounts than the previous year) was beyond the bank’s scope. 


The bank turned over the receivable problem to’ Walter E. Heller & Company with 
benefit to everyone. This arrangement has provided adequate funds to carry out 
an expanding sales program, has maintained a substantial deposit account 


for the bank and has earned the client’s good will and appreciation. 


Bank officers charged with responsibility for making loans are invited to 
learn the details of Heller Supplementary Financing. A booklet describing 
the nature of our services and the scope of our activities will be 

sent on request. Suggestions for dealing with specific problems will 


be given in confidence and without obligation. Please address: 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 
Established 1949 


75th FLOOR BANKERS BUILDING 105 W. ADAMS STREET, CHICAGO 90,/LLINOIS 
NEW YORK OFFICE 13th FLOOR 10 E. 40th STREET, NEW YORK 
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THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 
$500,000 ,000 annually. 


BANK PARTICIPATION 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 
INSTALLMENT FINANCING 
REDISCOUNTING 

MACHINERY AND EQUIPMENT LOANS 


INVENTORY LOANS 
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Sometimes, when a good cus- 
tomer wants a commercial loan 
it looks as if you'll have to turn 
him down. If you do, you may 
be minus a customer, a loan 
and a profit. 

Many bankers have solved 
this problem by suggesting a 
field warehouse loan on the 
customer's inventory. Under 
this plan, Douglas-Guardian 
issues warehouse receipts on 
the borrower's merchandise 
without moving it off his prem- 
ises. Result: Your customer gets 
his money—your bank gets two- 
fold security (the warehouse 
receipts and the merchandise) 
and, of course, you keep a cus- 
tomer plus his good will and 
the profit on his loan. 


DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION 


118 N. Front Street 
New Orleans, La. 


Please have your nearest representative call 
on me. 


Name of Bank_ 





Address 








Your Name and Title. 
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NEW PLANTS and EQUIPMENT 


1953-1956 

















As capital expenditures go...So goes prosperity 





Survey indicates heavy spending for expansion, modernization 


a policy of spending all their deprecia- 
tion allowances on plant and equipment, 
and they expect to continue that policy. 

Business ‘plans for capital investment 
are flexible as business conditions change, 
but there is more leeway for them to go 
up than down. 

A marked shift from defense to civilian 
production is shown in capital invest- 
ment programs. 

Report available. These are among the 
key findings in a survey of capital spend- 
ing plans made by the Department of 
Economics, McGraw-Hill Publishing Com- 
pany, Inc. A copy of the full report, 
titled “Business’ Plans for New Plants 
and Equipment,” may be obtained from 
the firm’s headquarters at 330 West 42nd 
Street, New York 36, New York. 

The biggest expansion in manufactur- 
ing capacity, according to the survey, is 
planned in the electrical machinery, 
transportation equipment, and chemical 
industries during the 1953-1956 period. 
The oil industry, long considered a pace- 
setter, plans to grow at about the average 
rate for all manufacturing industries. 
The steel industry is said to be definitely 
slowing down its rate of expansion. 

High average. The survey indicates that 
businessmen plan to spend $23.3 billion 
on new plant and equipment in 1953, a 
6 per cent increase over 1952. The out- 
look for 1954-1956 shows business already 
projecting capital plans at a level well 


_ over $18 billion each year. By comparison, 
| industry’s capital spending in the peace- 


time prosperity of 1947-1950 ranged 
between $14 and $16 billion a year. 

An accompanying chart indicates the 
important relationship between capital 
investment and the level of general busi- 
ness activity. The plans disclosed by the 
survey present an encouraging picture 
for the future. 


° 


In the first six months of this year, 
cash sales of corporate securities for 
new capital purposes (excluding refund- 
ing) totaled $4.6 billion, according to 
Business Comment, a_ bulletin issued 
monthly by The Northern Trust Com- 





pany, Chicago. This amount is the 
largest on record for any six months’ 
period except for the first half of 1952, 
when the total was only $78 million 
higher. The Northern Trust bulletin 
estimates that new capital issues for the 
full year will approximate the $8.8 bil- 
lion record set in 1952. 

However, Business Comment adds that 
the peak level of new corporate security 
flotatidns should not be allowed to dis- 
tort the minor relative importance of 
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Still at peak level 


security financing in meeting the total 
financial requirements of business. 

For instance, it is estimated that last 
year the financial requirements of corpo- 
rations totaled $31 billion, whereas net 
sales of bonds and stocks amounted to 
only 26 per cent of this total. And, a 
Federal Reserve Board survey of 300 
large corporations indicates that in the 
past five years bond and stock financing 
has met 21 per cent of total require- 
ments. Retained earnings and deprecia- 
tion charges have supplied 60 per cent 
of financial needs. 


4 e e 


Pension Investments 
Insurance policies and bonds are the 
favorite investments for pension funds 
by a wide margin, according to an ex- 
tensive survey by Commerce Clearing 


House, Inc., reporting service on tax | 
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and business law. 

More than one-third of the surveyed 
pension trusts were wholly invested in 
insurance. The other two-thirds had a 
major part of their funds invested in 
government and other bonds. 

Investment pattern. The study, pub- 
lished in CCH’s Pension Plan Guide, cov- 
ered 60 pension trusts with assets ex- 
ceeding $250 million. Companies invest- 
ing retirement funds in insurance 
comprised 35 per cent of the total, and 
these put practically all their funds in 
policies. The non-insurance remainder 
reported their investment as follows: 


Corporation Bonds 31% 
Common Stocks 15% 
Preferred Stocks 8% 
TOTAL in stock and bond markets 54% 
Mortgages 7% 
Mutual Fund Shares . 1% 
Miscellaneous 5% 
TOTAL in varied investments 13% 
Government Bonds 33% 
Among equity investment, utilities 


were favored by pension plan trustees, 
the CCH survey reveals. Of the total 
invested in the stock markets, 20 per 
cent of all common and 27 per cent of all 
preferred were in utility stocks. 

The investment patterns as shown in 
the CCH survey, however, were different 
beyond the first choice. Among common 
stocks, the pension trustees invested 
heavily in banks and the petroleum in- 
dustry, 11 per cent each; and in chemi- 
cals, 9 per cent. The remainder of the 
common stock investment was diversified 
over many fields. 

In buying preferreds, the trustees 
chose to put 9 per cent in electrical equip- 
ment companies, 8 per cent in steel com- 
panies, 7 per cent in the chemical indus- 
try and 5 per cent in.automobile manu- 
facturing. 

Average yield. As might be expected 
with such a conservative investment pat- 
tern, says CCH, the average yield of 3.41 
per cent reported by the trusts was fair- 
ly constant. The great bulk of individual 
cases fell between 2.5 per cent and 4.5 
per cent. 

The lowest yield reported, 2.28 per 
cent, was from a trust wholly invested 
in government bonds; the highest, 7 per 
cent, from the fund with the largest per- 
centage invested in common stocks. 


- * * 


Corporate Bond Study 


An economic document of primary im- 
portance is The Volume of Corporate 
Bond Financing since 1900, a project of 
the National Bureau of Economic Re- 
search, and published by the Princeton 
University Press. W. Braddock Hick- 
man, of the National Bureau’s staff, com- 
piles and. analyzes the life histories of 


all corporate bond flotations in this coun- | 


try during the past half-century. 


The book, based literally on a million | 


dollar investigation, required fifteen 
years of statistical spadework and con- 
struction. Over 28,000 bond issues were 
examined. Dr. Hickman draws many 


conclusions respecting the effects of cor- | 
porate bonded debt, the behavier of such | 


debt, and its place in influencing and 
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interpreting the business. cycle. 

Departure from past. Dr. Hickman 
points out that one of the most dramatic 
developments on the postwar financial 
scene has been the tremendous run-up in 
corporate funded debt. 

“The heavy use of corporate bonds to 
finance a boom marks a striking depar- 
ture from past experience,” Dr. Hickman 
remarks. “Our studies indicate that 
during virtually every period of expand- 
ing business activity from the beginning 
of the century through the close of World 
War II, corporations financed their 
long term capital programs principally 
through the stock market. 

Relation of rates. The analysis also 
discloses that corporate financial prac- 





In Kansas City 


It’s City National... 





tices have changed greatly to meet these 
and other developments. While corpora- 
tions used to pay out about two-thirds of 
their earnings as dividends, the tendency 
in the postwar period has been to pay 
out only one-third and retain an ex- 
ceptionally large percentage. The en- 
larged savings have increased the net 
worth of many corporations in rough 
proportion to the increase of debt, so 
that the equity cushion behind debt has 
been preserved. 

Over the longer period of a _ half- 
century which the study covers, many 
other aspects of economic affairs come to 
light. Among the most interesting, in 
view of the current controversy over 
monetary and credit policies, is a deter- 
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mination that the volume of bond financ- 
ing may not pivot to a great extent upon 
easy or hard money. 


“Scanning the period 1900-1948 as a 
whole,” Dr. Hickman notes, “one sees 
that corporations borrowed most in the 
twenties when interest rates were above 
average levels, and less in other years 
when interest rates were low. Thus it is 
clear that in the period covered by our 
data the response of bond financing to 
interest rates was affected significantly 
by other strategic forces influencing the 
demand for long-term money. For ex- 
ample, in 1900-1919 stock prices were 
generally higher than they had been at 
most times in the late nineteenth century, 
and this encouraged stock rather than 
bond financing.” 


Highly variable. The analysis reveals 
other developments which are sure to 
influence economic thought and invest- 
ment practices. It discloses that the 
credit extension reflected by long-term 
bond issues is “highly variable,” and 
differs in important respects from instal- 
ment and other forms of credit. The low 
interest rates of the 1930’s, for instance, 
induced a large volume of refunding ac- 
tivity in the bond market, but the out- 


| standing totals were little affected by the 





great refunding activity. 


In turn, this spreads light for the 
investor on his problem of arranging his 
portfolio so that returns will flow in as 
needed. Maturity dates are not at alla 
trustworthy indication of actual expira- 


tion dates, Dr. Hickman states, and he 














Why not ask your bankers to consult the Bank of New South Wales? 


It is the largest commercial bank there and has had a longer experience 


of Australasia than any other public company. 


BANK OF NEW SOUTH WALES 


FIRST AND LARGEST COMMERCIAL BANK IN THE SOUTH-WEST PACIFIC 


British & Foreign Department, Sydney, Australia —R. J. Neal Blackwell, Manager 
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found also that the actual repayment of 
bonds has tended over the business cycle 
to coincide with the flow of other funds 
toward the investor. 

The business cycle. In its more pene- 
trating reaches the study throws light 
upon the vast swings of the business 
cycle, and offers a tempting vista of new 
instruments to analyze the major turns. 
The research disclosed, for instance, that 
bond offerings both for refunding and 
new money needs exhibit “negative con- 
formity to the business cycle.” As the 
pace of business activity quickens, in 
other words, the volume of bonds offered 
typically falls. 


° 4 ° 


The Changing Economy 


While he sees a “readjustment” in the 
offing, well-known economist Marcus 
Nadler believes there are valid reasons 
to conclude that the United States can 
avoid a sharp recession. 

His views on the subject are presented 
in detail in a 32-page brochure, “The 
Changing American Economy,” which is 
available from The Hanover Bank, 70 
Broadway, New York 15, New York. 

“The dynamic character of the econ- 
omy and the basic social and economic 
changes that have taken place during the 
past two decades, plus government inter- 
vention through fiscal and credit meas- 
ures, will prevent a serious recession,” 
Dr. Nadler maintains. “Still the weak- 
nesses that have developed indicate a 
readjustment. Its magnitude and dura- 


tion will depend on how fast the weak- 
nesses, and particularly the rigidity of 
costs, can be rectified and how promptly 
the government acts.” 

Credit and fiscal measures that may be 








The Changing 
American Economy 


By MARCUS NADLER 
Consulting Economist to 
’ THE HANOVER BANK 








Sees readjustment ahead 


Dr. Nadler, include adoption of an easy 
credit policy by the Federal Reserve au- 
thorities, easing of credit terms on F.H. 
A. and V.A. mortgage loans, lowering 
of personal and corporate income tax 
rates, arid increased appropriations for 
slum clearance and housing projects 





Burroughs Clearing House 














waw = 





asy 
au- 
'.H. 
‘ing 
tax 
for 
ecis 


puse 

















esults From “‘No Cash Dividend” Policy 
By L. Shirley Tark 


President, Main State Bank, Chicago 47, Illinois 


“tal 








STOCK dividend of 200 per cent re- 

cently was approved by _ share- 
holders and directors of the Main State 
Bank. By making the dividend in the 
form of stock, the bank is adhering to 
its established policy of keeping all earn- 
ings in the institution and adding them 
to the capital structure. Never in its 
more than 24 years of operations has 
the bank distributed a cash dividend, al- 
though the value of its stock has mul- 
tiplied and can be realized on sale. 

The bank’s policy of constantly build- 
ing up its capital structure provides a 
high degree of protection for depositors 
and also permits improving services to 
borrowing customers. To understand 
fully the management’s thinking behind 
this policy requires some background ex- 
planation. 

Depression-born. Main State Bank 
was opened for business in 1929, and like 
other banking institutions of that period, 
suffered losses in 1930 to 1933. Obvious- 
ly no dividends could be declared as tHese 
losses were incurred before the bank had 
an opportunity to improve its capital 
structure through earnings. 

In 1932, at the request of the then 
president of the bank, the writer accept- 
ed the presidency when the bank’s capi- 
tal was impaired. Within a short time 
thereafter the composition of the board 
of directors was changed, as a result of 
the sale of stock holdings by some of the 
original shareholders. Having witnessed 
the toll which was visited upon banks in 
those years, and being determined that 
the Main State Bank should develop into 
a bank of such strength as to withstand 
future recessions or depressions, the re- 
vamped board unanimously decided that 
all earnings should remain with the bank, 
thereby strengthening the capital struc- 
ture. This, of course, meant a “no cash 
dividend” policy. 

10 to 1 goal. To maintain faith with 
the public and to merit its confidence, we 
realized that our capital structure had to 
grow in proper relationship to our de- 
posits. We also realized that it might 
not be convenient for our stockholders to 
buy additional stock whenever we might 
call upon them to do so. Also, we could 
not see the sense of declaring cash divi- 
dends when we knew that we would have 
to enlarge our capital structure, and 
would be compelled to ask our stockhold- 
ers to use what remained of their divi- 
dends after paying taxes thereon, and 
adding additional monies thereto, in 
order to purchase additional stock. It 
Should »e noted in this connection that 
the board was determined to do its ut- 
most to conform as closely as possible 
to the generally accepted formula of 
those days, namely, a ratio of deposits to 
capital structure of 10 to 1. 


In due time some stockholders com-— 


plained, and we courteously and patient- 
ly explained our aims and policies to 
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them. A few were not satisfied, but I be- 
lieve all were convinced of the soundness 
of our objective. I am certain they are 





all proud to be shareholders of a bank | 


whose deposits are only approximately 
12 times the capital structure, and which 
is one of the soundest and 
banks in Chicago. 

Capital growth. As a result of this 
policy, we improved the capital structure 
from an impaired capital to a sound capi- 
tal of $200,000, a surplus of $1,800,000, 
and undivided profits of more than 
$500,000. Our recent 200 per cent stock 
dividend changed the capital to $600,000 
and the surplus to $1,400,000. The capital 
growth has increased our lending power 
to one borrower to $300,000, and we are 
making use of this capacity. 
been an aggressive lending bank and do 
not hesitate to make loans to our legal 
limit. We have made hundreds of mil- 
lians of dollars of loans in the past 20 
years, and on loans which originated in 
this period we have only suffered a loss 


strongest | 


We have 


of $33 in our regular commercial and | 


real estate loan departments, 
$1,483 in our consumer loan department. 


Four advantages. We believe that our | 


“no cash dividend” policy has enabled us 
to accomplish several important objec- 
tives: 

1. Our capital structure has_ been 
maintained in proper relationship to de- 
posits, in accordance with the formula 
generally prevailing in the past, and 
without the necessity of calling upon 
stockholders to purchase new shares. 

2. The policy has bolstered our self 
respect and right to the confidence of the 
public. 

3. Our legal loaning capacity has been 
expanded, enabling us to make large 
loans as well as small ones. 

4. We have been able to earn vastly 
more money, while serving the borrow- 
ing public better. 


and of | 
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In 1952, automatic washers out- 
sold conventional washing ma- 
chines for the first time. Consumer 
financing helped the industry sell 
these higher priced washers—from 


65% to 70% of all automatic 
washers were bought on time. So, 
in this industry, consumer financ- 
ing made two contributions. It 
increased volume for manufac- 
turers and dealers by stepping up 
unit sales... and brought greater 
convenience into American homes. 

Throughout the Pittsburgh 
market, Peoples First National 
plays a vital part in consumer 
credit. In fact, Peoples Time Plan 
helped 56,465 people buy washing 
machines and other consumer 
purchases last year. 

Peoples First National has ac- 
quired extensive experience in 
the home appliance field. This 
knowledge and our widespread 
contacts with manufacturers are 
frequently of value to Correspond- 
ents. If you’re considering a Pitts- 
burgh Correspondent, we will 
welcome the opportunity of pre- 
senting the facts about our com- 
prehensive services. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 


P. O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 
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NCB TRAVELERS CHECKS are best 


* backed by America’s greatest world-wide bank 
* accepted like cash * extra profits for you! 


* refunded if lost or stolen * satisfied customers! 


Write for complete details and free 


advertising and display material. 


You keep ALL the selling commission—% of 1% 


THE NATIONAL CITY BANK OF NEW YORK 
Bivsl in World-Wide Banking 


55 Wall Street, New York 15, N.Y. 
Member Federal Deposit Insurance Corporation 
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BANKING NEWS 








Risk Capital Idea Spreads 

From two new sources comes evidence 
that the industrial development corpor- 
ation idea may be spreading. 

1. By encouragement coming from 
Washington, D. C., recently when Wil- 
liam D. Mitchell, head of the newly 
created Small Business Administration 
announced that his agency would favor 
the foundation of such development 
corporations. 

2. By the spreading of the idea west- 
ward from its origin in Maine and the 
New England states to Wisconsin. 

Bankers foster plan. The Wisconsin 
Bankers Association recently announced 
its plan to foster an industrial develop- 
ment corporation patterned after those 
in Maine and other New England states. 
The original proposal in Wisconsin was 
made by John L. Stauber, president of 
the state bankers’ association, and 
executive vice-president of the Citizens 
National Bank, Marshfield, Wisconsin. 
Mr. Stauber’s proposal was passed on 
to a new committee of the W.B.A., the 
committee on business development and 
taxation, headed by John P. Botsch, an 
assistant vice-president of the Marine 
National Bank of Milwaukee. 

At the outset, however, the Wisconsin 
plans were being questioned on points 
of legality. W. A. Canary, cashier of 
the Footville (Wisconsin) State Bank, 
and a member of the W.B.A. business 
committee, said that after a conference 
with the State banking commission, there 
was a question whether the laws regu- 
lating loan purposes and branch bank- 
ing would permit the establishment of 
the plan in Wisconsin. He expressed his 
hope that the governor of Wisconsin 
would back the association’s plan and 
ask for enabling legislation. Mr. Canary 
pointed out that new legislation was also 
required in the New England states be- 
fore the development corporations there 
could be formed. 

Originated in Maine. In 1949 the 
Maine Development Credit Corporation 
was chartered as the first of its kind by 
a special act of the state legislature. It 
has served as a model for similar organi- 
zations in other states, notably New 
Hampshire, Rhode Island, Vermont and 
Connecticut. Proposals for such an in- 
stitution have also been made in Mas- 
sachusetts. 

The Maine corporation was started 
upon the initiative of banking and other 
leaders in the state. The corporation 
supplements the activities of banks, and 
where possible it attempts to place loans 
with banks rather than take them itself. 
Becun with a capital base of $50,000 
subscribed by individuals and businesses, 
the corporation by the beginning of 1951 
hac built up a borrowing potential of 
approximately $550,000 from the 38 
banks and other financial institutions 
which had become members. 

FPians encourage growth. Both com- 
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Continental Illinois National Bank and Trust Company of Chicago 


New arrangement developed for handling currency deposits 


munity industrial foundations and the 
state-wide organizations have the same 
general objective of encouraging in- 
dustrial growth, but the statewide cor- 
porations so far in operation have 
stressed direct loans rather than plant 
construction or leasing. 
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Innowation for Tellers 

Currency sorting and counting ma- 
chines in receiving tellers’ units are an 
innovation at the Continental [Illinois 
National Bank and Trust Company of 
Chicago. 

These machines are used by tellers 
for sorting and proving the currency 
received in deposits and disposing of it 
in a single handling. Customers have 
been receptive to the new idea and the 
machines are very popular with the 
tellers. 

Before adapting these machines to use 
at the tellers’ windows, the Continental 
had used them for many years in its 
bulk currency operations. 

The bank’s experience shows that 
more than a 60 per cent increase in 
currency volume can be handled by 
tellers who use this equipment. 
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A.B.A. Conferences 


The advance plans for the Second 
National Agricultural Credit Conference, 
to be held in the LaSalle Hotel, Chicago, 
November 16-18, were recently an- 
nounced by Jesse W. Tapp, agricultural 
commission chairman of the American 


Bankers Association. Many authorita- 
tive speakers from among bankers, agri- 
cultural educators and other leaders in 
the farm field are included in the plans. 
Their speeches and discussions will pro- 
vide an up-to-date outlook for agriculture 
and the problems of meeting the financial 
needs of the nation’s farmers. 

Topping the list of bankers who will 
address the farm credit specialists from 
banks throughout the country is Homer 
J. Livingston, president, The First Na- 
tional Bank of Chicago. Mr. Livingston, 
newly-elected A.B.A. vice-president, will 
speak on “Banking’s Responsibility to 
Agriculture.” Mr. Tapp, who is also 
executive vice-president of the Bank of 
America, San Francisco, will speak on 
“Agricultural Policy.” 

Speakers from outside the banking 
field include Dr. J. O. Christianson, 
school of agriculture superintendent, 
University of Minnesota; G. B. Thorne, 
vice-president, Wilson and Company, 
Chicago; Dr. E. L. Butz, department of 


agricultural economics head, Purdue 
University; and Dr. T. K. Cowden, 
department of agricultural economics 


head, Michigan State College. 

Among the features of the three-day 
meeting will be an entire session devoted 
to livestock and livestock financing; 
another session devoted entirely to work- 
ing with farm youth; and a third to the 
political and economic situations in agri- 
culture. Each of these sessions will 
include a panel discussion as well as an 
outstanding speaker. 

Credit conference. Also recently an- 
nounced by the A.B.A. are the dates of 
January 25-27, 1954, for the sixth Na- 
tional Credit Conference to be held at 
the LaSalle Hotel, Chicago. Discussions 
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State Bank of Albany, New York 


New lobby murals helped commemorate the bank’s anniversary 


will center around the problems of 
extending bank credit under business 
conditions that appear to be in prospect 
for the year ahead. The meeting is 
sponsored by the A.B.A.’s credit policy 
commission to give an annual, country- 
wide review of conditions and business 
trends on which bank credit officers may 
base their own thinking and decisions. 

Western trust conference. The dates 
_ of the A.B.A.’s Western Regional Trust 
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On occasion one is impressed with some 
little piece of routine business that nor- 
mally creates not a ripple, and one won- 
ders whether other people realize how 
significant this little piece of business 
could be. A case in point is the simple 
task of reconciling a personal checking 
account balance. 


Last night this copy writer, for the ump- 
teenth time, was impressed with the ease 
with which he struck a balance in recon- 
ciling his monthly statement. Including 
the sorting of forty-two paid checks re- 
turned by the bank, the whole job was 
checked and proved in a matter of three 
minutes and fifteen seconds by the stop 
watch. For the umpteenth time, this copy 
writer decided to write an ad about it... 
i and this is it. 


The checkbook used by this zip-zip 
mathematician is known as the DeLuxe 
SECRETARY. It is a small, fully person- 
alized, three-on-a-page job designed to 
be used at the desk at home, and it 








Conference were recently changed to 
October 28-30 instead of those previously 
announced, October 28-29. Leading 
authorities in the fields of law, finance 
and economics will be among the speak- 
ers at this conference. It is to be held 
at the Hotel del Coronado in San Diego, 
California. Among the subjects to be 
covered are the domestic and foreign 
economic outlook for the nation, and 
internal trust questions such as costs, 








EASY 


carries, instead of the conventional check 
stubs, a simple, single-line register which 
has room for thirty transactions on a page. 


Well, sir, after arranging the checks in 
numerical order, it was then just a ques- 
tion of check, check, check, right down 
the page, followed by a little hocus pocus 
dealing with outstanding checks, and lo 
and behold, the balance was reconciled. 
Three minutes and fifteen seconds . . . not 
a record, perhaps, but fast enough to im- 
press anyone eager to be impressed. 


If you want to see what this little check- 
book looks like, you will find a pretty 
good picture of it on page 31 of our cata- 
log, a copy of which is in every bank. It 
sells for two dollars and ten cents with 
a nice cover, gold-stamped with the de- 
positor’s name, and even though we speak 
with restraint we are of the opinion that 
anyone who used it for a month or so 
would never consider going back to 
time-consuming check stubs. 
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CHECK PRINTERS 
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CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


Manufacturing Plants at: 














handling of pension and profit-sharing 
plans, investments, etc. 
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The Anniversary Theme 

The specific themes carried out in year- 
long celebrations figured in the anniver- 
sary commemorations of several banks 
this year. Others held one-day or week- 
long open houses, published booklets, and 
used various other means of calling pub- 
lic attention to their long years of service. 

Local history displays. The theme 
adopted for the year-long centennial cele- 
bration of The Frst National Bank in 
Saint Paul, Minnesota, was a series of 
lifesize, accurately detailed lobby displays 
depicting local history. 

The opening announcement of the cen- 
tennial was made on The First’s 1952 
Christmas cards which incorporated a 
special anniversary seal, and in a full- 
page newspaper ad that appeared on 
Christmas eve. Shortly after the first of 
the year the employees conducted a party 
and the Centennial was begun. A huge 
indoor poster was erected along the bal- 
cony of the main banking room. “100 
years—thanks to you!” it proclaimed. 
Then each succeeding month saw a differ- 
ent exhibit on display on a 19’ x 24’ stage 
constructed in the center of the lobby. In 
January there were pioneer relics, tools, 
etc.; an Indian village complete with te- 
pee, canoe, figures in February; in March 
an early day print shop with historic 
newspapers; and so on through Septem- 
ber. Advertising was built around the 
anniversary theme, and the program cul- 
minated in an open house week in late 
September at which time centennial sou- 
venirs were given away. 

Older firms honored. The Philadelphia 
National Bank’s 150th birthday this year 
was celebrated by some special activity 
almost every month. One of the highlights 
in the year-long celebration was a coloniul 
banquet given in honor of the 43 firms 
in Philadelphia that are 150 years old or 
older. The banquet recreated all the 
grandeur and charm of the colonial pe- 
riod in which the bank was founded. 


Anniversary idea 


Peoples Trust Company of Bergen County, 
Hackensack, N. J. 
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Bank of America correspondent 
service can do for you. 

; For example: 
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You may send all of your western transit items in one cash letter 
to Bank of America at either San Francisco or Los Angeles. At 
each point a day and night transit department handles such 
items promptly and efficiently. 


If you prefer, you may send two daily cash letters— 





one to San Francisco— 
containing items payable in Northern California, Oregon, 
Washington, Utah, Nevada, Idaho, Hawaii, Guam and Alaska, 


one to Los Angeles— 
containing items payable in Southern California and Arizona. 





Bank of America’s extensive correspondent relationship with 
banks throughout the country and wide use of airmail assures 
prompt handling of items payable anywhere, especially in the 
West. 











Send for your copy today. Just write Bank of America, Dept. AD, San Francisco, California, 








os 
Bank of America 
NATIONAL fRYSVS2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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The Philadelphia National Bank, Philadelphia, Pa. 























Newport (Rhode Island) National Bank 


A birthday banquet in colonial style and a bank that dates back to 1803 


Various members of the bank’s staff act- 
ing as hosts were dressed in the attire 
of that era, and portrayed such historical 
figures as Martha Washington and Ben 
Franklin. A costumed, wigged string en- 
semble entertained with musical selec- 
tions such as were heard at similar gath- 
erings in 1803, including the stirring 
“Toast to General Washington,” and a 
little known quartette written by Ben- 
jamin Franklin. In connection with the 
banquet, a beautiful brochure, tanta- 
mount to a “collector’s item” was printed, 
in which the origins of the feted 150- 
year-old firms were described. 

Other highlights in the anniversary 
year have been staff picnics, special is- 
sues of the bank’s publication, and repro- 
duction in booklet form of newspaper 
pages and photos of prominent figures 
over the past 150 years. 

100-year-old street scene. Thousands 
of persons in Milwaukee this summer 
viewed the complete replica of a street 
of a century ago, erected in downtown 
Milwaukee to commemorate the centen- 
nial of the First Wisconsin National 
Bank. The street of the past was built 
next door to the main office of the bank, 
and was 173’ long and 20’ wide. Lining 
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one side was a series of buildings, includ- 
ing the original Farmers and Millers 
Bank, the forerunner of the present 
First Wisconsin. The gas street lights 
and hitching posts in front were all just 
as they were in 1853. The other side of 
the boardwalk street had a park-like 
area with benches for visitors to the 
display. The lobby of the bank was re- 
stored with counters and other banking 
facilities common to the year 1853. The 
displays were opened in late May and 
continued until the early part of this 
month. 

A chime clock and murals. Among a 
variety of things done to celebrate the 
150th anniversary of the State Bank of 
Albany, New York, the two most endur- 
ing were the addition of a 4-face chime 
clock to a corner of the building and four 
color murals in the main banking room. 
The new historical murals, as well as 
those already in the bank, were painted 
by noted artist David Lithgow. An anni- 
versary highlight for the bank’s 500 em- 
ployees was a banquet at which each em- 
ployee was given a check for $150. In 
behalf of the public the bank brought to 
Albany the Henry Ford-Greenfield Vil- 
lage exhibition entitled, “Industrial Prog- 


ress, U.S.A.,” to which the whole commu- 
nity was invited admission-free. The 
State Bank of Albany is the eleventh old- 
est in the country and has done business 
continually at the same location for 150 
years. 

Building as a theme. The early Colonial 
building of the Newport (Rhode Island) 
National Bank, was a theme in itself as 
the bank celebrated its 150th anniversary 
this year. The bank was formed in 1803, 
but the building it occupies dates back 
to the 1740’s. In 1950 the bank completely 
renovated its home and in the process, 
restored the building faithfully to its 
colonial appearance. The net result was 
the creation of a very distinct landmark 
and a highly efficient banking institu- 
tion. 

Stockholders’ tour. An interesting in- 
novation in anniversary practices was 
the program of stockholder tours con- 
ducted by the Wilmington (Delaware) 
Trust Company this year on the occasion 
of its 50th birthday. In groups of 10-15 
the stockholders are taken “behind the 
scenes” on a tour and question-and- 
answers period lasting 1% hours. By the 
end of 1953 all of the bank’s 1,600 stock- 
holders will have received invitations. 
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Looking ahead, A somewhat different 
50th anniversary brochure was published 
by the Peoples Trust Company of Bergen 
County, Hackensack, New Jersey. In 
addition to a condensed history of the 
bank and the county, the booklet con- 
tains the latest available data on popula- 
tion, trade, industrial growth, property 
valuation, agriculture, banking, educa- 
tion, recreation, and county government. 
The booklet is entitled, “Bergen County 
Looks Ahead.” 

Open houses, booklets. Several other 
open house ceremonies and special book- 
lets, all of them timely and informative, 
were called to the attention of the Bur- 
roughs Clearing House by banks in 
various parts of the country celebrating 
their golden anniversaries. They were: 
the National Bank of Commerce of San 
Antonio, Texas; the Bank of Trenton & 
Trust Co., Trenton, Tennessee; the Bank 
of Sheboygan, Wisconsin; the Continen- 
tal National Bank of Fort Worth, Texas; 
The Bank of Soperton, Georgia; and the 
State Bank of Escanaba, Michigan. A 
special financial statement in booklet 
form was issued by the Central Trust 
Company, Rochester, New York, which 
became 65 years old this year. On its 
65th birthday the New Rochelle Trust 
Company, New Rochelle, New York, 
presented to depositors personally in- 
scribed copies of an attractive booklet, 
“Life in New Rochelle (City of the 
Hugenots.)” This 


offices, such as a replica of Aladdin’s 
cave, a collection of 850 dolls from the 
early period of the bank through the 
present, and others. 
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Variable Retirement Age 


A pointed case against compulsory re- 
tirements in banks and other industries 
has been made by B. Lewis Clarke, Jr., 
assistant vice-president of the Fidelity- 
Philadelphia (Pennsylvania) Trust Com- 
pany. Mr. Clarke presented his views in a 
paper prepared for the extension commit- 
tee of the Financial Public Relations As- 
sociation. 

“It seems to me,” he writes, “that it 
was a mistake ever to pick any fixed re- 
tirement age, notably 65, as a part of our 
national philosophy. It doesn’t seem a 
part of our way of doing things; rather it 
rings of totalitarism.” 

Ability as criterion. By way of analogy 
Mr. Clarke cites the tremendous abilities 
found in such men as Henry Ford, Ber- 
nard Baruch, Douglas MacArthur, Her- 
bert Hoover, John D. Rockefeller, all of 
whom made major contributions when 
well. past 65. He concludes that the 
thought of losing not only the abilities of 
such men, but of lesser figures as well, is 
preposterous. The thing that makes the 
most sense, he adds, is that the man who 
wants to work and is entirely satisfactory 
Should have the right to do so. 

Yoward working out retirement solu- 
tions on individual bases that would be 
most equitable to employer and employee, 
Mr Clarke proposes a personnel review 
board and suggests certain standardized 
procedures to be emyloyed. 


bank also erected | 
special exhibits at each of its branch | 

















Suggested procedures. A part of those 
procedures, he writes, would involve more 
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When needs arise in the Wisconsin area 
for your bank or firm Marshall & Ilsley Bank 
— for 106 years a state-wide bank doing 


a nation-wide business — stands ready 


to give you every assistance. 


Good service is the expected standard. 

In addition, Marshall & Ilsley Bank offers you 
the full benefit of its competence, experience, 
personal interest and close association 

with Wisconsin business and banking. 


Just phone us or use the bank wire. 


Remember, Your Correspondent Bank 
Balances work for you at 


Marshall & Ilsley Bank 


& 


BANK) 106 Years of Financial Experience 


MARSHALL &ILSLEY BANK 


721 NORTH WATER STREET 
414 WEST NATIONAL AVENUE 
Milwaukee 1, Wisconsin 


Member of the Federal Reserve System 


Member of the Federal Deposit Insurance Corporation 
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pre-retirement counseling. “If more coun- 
seling was being done we would not see a 
dictatorial device such as fixed age retire- 
ment substituted for a properly admin- 
istered, flexible policy that would stem 
from a broader background of sound staff 
relations.” 

He suggests a group of top department 
heads to meet perhaps twice yearly to act 
as a personnel review board. They would 
plan the progress of higher placed em- 
ployees and of older employees and it 
would be their responsibility to inform 
themselves as to work-performance of 
older employees, make recommendations 
as to which ones would remain, which 
would retire. Those who stayed past age 
65 would be parties to frequent counsel- 
ing sessions. 

Mr. Clark writes: ‘When we think that 
the average person of 65 is now con- 


sidered to be as biologically efficient as 
the average person of 55 was at the turn 
of the century, we can see a real reason 
for extending retirement age upward.” 


Sd e 4 


A “Bird of an Ad” 


Kermit S. Schweithelm, assistant ad- 
vertising manager of The Chase National 
Bank, New York Gity, and Rufous Horn- 
bill, a turkey-sized tropical bird, recently 
got together to make an unusually high- 
interest ad. 

Rufous, with his menacing gargoyle 
face and enormous bill, escaped a New 
York animal shop and flew to the top 
of the Chase building. While resting 
there at about 9 a.m. he got his picture 
taken. At the same time Mr. Schweithelm 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The “National Shawmut Bank 


40 Water Street, Boston 


To Do 





Member Federal Deposit Insurance Corporation 





... For a Brighter Banking Future! 


THE CUNNEEN COMPANY 


1225 VINE STREET 
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“Somebody told me to talk 
to the people at Chase” 
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Seeing the people at Chase 


initiated some fast advertising action. 
Three hours later the bank’s ad 
agency, Kenyon & Eckhardt, Inc., had 
the ad ready for publication. It showed 
Rufous perched in solitary majesty, be- 
low which a headline read, “Somebody 
told me to talk to the people at Chase.” 
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New Business Program 


Last year a new business development 
program for employees at Trade Bank 
and Trust Company, New York City, 
proved that bank staff members, given 
the opportunity, can be of very real 
help in building a bank’s business. The 
program resulted in $8 million in new 
deposits and 3,000 new accounts. 

This year the program is being re- 
peated with two significant changes in 
its operation. All prizes are monetary 
and are made on an individual point- 
system basis, with no teams or team 
prizes, and the program is limited to 
six months. The goal of $5 million and 
3,000 new accounts is near achievement. 

Under the rules new accounts are 
defined as those consisting of funds 
not already on deposit in the bank, or 
a part of funds already on deposit but 
used to open an account in a different 
department. All Trade Bank employees 
except officers are eligible, and all mone- 
tary awards are subject to tax deduc- 
tions. A new business committee handles 
all questions arising under the contest 
rules. 
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Bank’s Safety Exhibit 


When a Brooklyn, New York, police 
precinct released the startling news that 
15 children in the neighborhood were 
killed in bicycle accidents during the 
past year, Richard A. Brennan, presi- 
dent of the Brevoort Savings Bank, Bay 
Ridge, decided to do something about 
it. In collaboration with the National 
Safety Council and the Bicycle Institute 
of America, he set up an exhibit entitled, 
“Bike Fun—Play It Safe.” 
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nt. of the unique Divisional organization of our Commer- traveling and have the firsthand information you seek. 
"€ 1 ad ~ « « 4 2 . . 
ou cial Department. For fifty years we have been building Of course, this is only one of the many correspondent 
on up a specialized knowledge of industry that, we believe, services of The First National Bank of Chicago, though 
out is unparalleled. And much of it is gathered in the field it is, without question, one of its most important. 
ent = = wiaions . 
s ers. . 
ees at first hand by our Divisional officers If you would like to talk over the advantages of be- 
ne- Here’s how we operate: in our Commercial Depart- coming a correspondent of The First, just write, wire, 
“a ment we have ten Divisions. Each Division.is assigned or phone. A man from The First will call on you—at 
test a relatively small group of basic industries. Its officers your convenience. 
Epwarp E. Brown, Chairman of the Board 
James B. Forcan, Vice-Chairman Homer J. Livincston, President Watter M. Heymann, Vice-President 
‘lice Haroip V. Ampere, Vice-President Huco A. AnpERSON, J ice-President 
that Gaytorp A. FREEMAN, Jr., Vice-President HerBert P. Snyver, } ice-President 
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Bank Building Corporation of America 


Bank of Ferguson, Missouri 


The Waukesha (Wisconsin) National Bank 


Bank Building Corporation of America 


First National Bank of Marshall, Texas 


Bank Building Corporation of America 


Midland (Texas) National Bank 


Modern illumination plays an important role in many new bank lobbies 


One poster told grim statistics: 600 
fatal bicycle accidents every year; two- 
thirds from May to October; 70 per 
cent claiming youngsters 5 to 19; nine- 
tenths of them boys. Other posters em- 
phasized safe bicycling habits and the 
folly of smart-aleck tricks. Still others 
did not preach, but showed how safe 
games with bicycles could be played. 

If the exhibit in only small measure 
helps to decrease the accidents, Mr. 
Brennan says his bank’s efforts will have 
been worthwhile. 
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Modern Bank Lighting 


How far bank lighting has progressed 
from the gas light era in which most of 
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the banks pictured on this page were 
formed is clearly shown by their beauti- 
fully illuminated new lobbies. The lobby 
photos, of course, reflect only a single 
phase of the banks’ full-scale moderniza- 
tion and new building programs. 
Evansville, Indiana. In the newly re- 
modeled main banking room of the Na- 
tional City Bank of Evansville, Indiana, 
a continuous flow of fluorescent light is 
directed on the work and public areas 
from a double row of rectangular fixtures 
recessed in the ceiling. Since there are 
no windows in the lobby, the double row 
around the outside edges of the room in- 
sures adequate light over both the work- 
ing and traffic areas. The remodeling of 
the bank increased the teller counters 
from 13 to 18, and resulted in a com- 


pletely carpeted floor, new tellers’ count- 
ers and walls and a new drive-in station. 

West Point, Georgia. Also recessed in 
an acoustical ceiling, a row of rec- 
tangular fixtures stretch across the width 
of the lobby in the new quarters of the 
First National Bank of West Point, 
Georgia. The steady glow of soft light 
plays up the beauty of new tellers’ 
counters, which are made of aurisina 
breche marble with. black marble deal 
plates trimmed in cartiff green. The floor 
in the main banking room is of alternat- 
ing light and dark green shades of ter- 
razzo. The check desks, low rail and 
furniture are of matched grain walnut, 
with a silver grey finish. 

Ferguson, Missouri. Still a third pat- 
tern in lighting fixtures is found in the 
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recently expanded building of the Bank 
of Ferguson, Missouri. The long rec- 
tangular fluorescent fixtures run the 
length of the new lobby and are recessed 
in an acoustical ceiling of diagonally laid 
tile. Other features of the new quarters 
include Vinyl plastic tile flooring, air- 
conditioning, pattern drapes, and an em- 
ployee recreation room and kitchen on 
the second floor. 

Marshall, Texas. At the newly re- 
modeled First National Bank of Mar- 


shall, Texas, three shapes of fluorescent © 
fixtures were used in the lobby. A row |; 
of “spotlights” are directly above the | 


tellers’ area, a row of oblong recessed 
fixtures are above the public area, and 
the ceiling itself is lighted by fixtures 
concealed in a cove. In the overall ex- 
pansion, fifteen tell windows were pro- 
vided, and many conference rooms, cou- 
pon booths, and an employee lounge and 
cafeteria were added. A new safe de- 
posit and trust department was opened 
on the second floor with a vault of 5,000 
safe deposit boxes. 

Waukesha, Wisconsin. In the complete- 
ly remodeled quarters of The Waukesha 
National Bank the new main banking 
room was made beautiful by the use of 
variegated Tennessee marble with a black 
Verde antique base for the pillars, tel- 
lers’ counters and check desks. To con- 
trast the rich hues of the marble, the 
floor and ceiling are light colored. The 
chairs surrounding two circular check 
desks are also light colored. To bring out 
the lobby’s splendor, the ceiling is spotted 
with circular fixtures giving soft fluo- 
rescent light. All other departments of 
the bank were similarly remodeled, and 
a new employees’ lounge and kitchen 
added. 

Midland, Texas. A series of square and 
oblong recessed fixtures form still another 
type of lighting arrangement in the new 
quarters of the Midland (Texas) Na- 
tional Bank. Light shades of St. Gene- 
vieve rose marble with black Belgian 
marble bases were used in the tellers’ 
counters. The colorful flooring is a varie- 
gated blend of sand, olive green, and 
maize. Two glass-topped check desks with 
bases of walnut are cantilevered from 
structural columns. Two other sit-down 


Features ceiling lights 


County Bank & Trust Co., Passaic, N. J. 
Main Avenue Branch 
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How our business 
almost went to the dogs 


ee « because we didn’t have 


Accounts Receivable Insurance 


(A true story based on Company File #65B11528) 


One cold February night, burglars 
broke into our office and carted the 
safe away. With it, they got our cash 
—and our records covering more than 
$45,000 of Accounts Receivable! 
The cash loss was no problem 
because we had a Safe Burglary 
policy. But we had recently turned 
down our agent’s recommendation 


of Accounts Receivable Insurance. 
Now—without it—how were we 
going to collect the $45,000? 

We were just lucky! A couple of 
youngsters found our demolished 
safe on a river bank, and our rec- 
ords scattered nearby. We got the 
books back. But we’d have been 
in a pretty mess if we hadn't! 


Only good luck and two intelligent boys saved this company 
from a financial loss that might have put it out of business. 


Do your customers count on being lucky, too? 


Sound management rules out luck and calls for 
Accounts Receivable Insurance. Then in case of records damage 
caused by burglary, fire, water, storm, explosion or other hazards 
covered by their policy, they’re protected against the loss 


of money owed them. 


Accounts Receivable losses run into real money, but the cost 
of protection is remarkably little. For details, and 


the exact cost for their records, suggest that your 
customers call their Hartford Accident and Indemnity 
Company Agent, or their insurance broker—now. 


Year in and year out you'll do well with the 


Hartford 





Hartford Fire Insurance Company * Hartford Accident and Indemnity Company 


Hartford Live Stock Insurance Company 


° Hartford 15, Connecticut 








check desks with glass tops are located 
between the stand-up desks. The beauty 
and functionalism of modern architecture 
in the new lobby was repeated in other 
sections of the new quarters. 

Passaic, New Jersey. With 25-foot 
ceilings in the main banking room, major 
changes in lighting were an important 
part in a modernization program of the 
County Bank and Trust Company’s Main 
Avenue Branch in Passaic, New Jersey. 
Consultants from the local utility com- 
panies were called in, and on the basis of 
their recommendations a unique system 
of lighting the customer area in the main 
banking room was developed by installing 
a series of spotlights in the 25-foot 
ceiling. To provide sufficient light for the 


working areas, six major recessed light- 
ing areas were also recessed in the 
ceiling. The modernization program in- 
cluded the redecoration and air-condi- 
tioning of the main lobby and other de- 
partments, and the construction of a new 
employee cafeteria and lounge. 
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“Greetings”? for Newcomers 


Several years ago President Otis E. 
Fullen, of the Security State Bank and 
Trust Company, Beaumont, Texas, con- 
ceived the idea of sending a “greetings” 
letter signed by the bank’s officers to 
newcomers to the city. The letters con- 
tinue to be successful in winning many 














England, France, 
Portugal and Spain. 


Complete International Banking Service 
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General Banking and Foreign Exchange Business 


The Mitsubishi Bank Lid. 


(The Chiyoda Bank, Ltd., from Oct. 1948 to June 1953) 


¥2,750,000,000 
Marunouchi, Tokyo. 
Branches: 155 throughout Japan. 


London Representative Office: 


Think of us .. 
when you think 


111 Broadway New York 6, N.Y. 


London, England. 
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We are giad to note that you have moved to Beaumont, and wish 
te welcome you to our City and to this Bank for any services we may 
render. 


We would appreciate being favored with your banking business 
and assure you we will do ali in aur power to make you enjoy the 
relationship also. 








Brought new accounts 


new accounts and much good will. 

The names of prospective addressees 
are obtained from a local “newcomers” 
service and approximately 60 of the let- 
ters go out each month. They are mailed 
to new arrivals in the city who have 
never had an account at the bank, and 
also to people who may be returning to 
Beaumont. When a customer opens a new 
account, another letter is written that is 
signed by bank officials and other person- 


_ nel who might contact the new depositor. 
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Banks Tops in Civie Work 

Last May Burroughs Clearing House 
reported a survey made by the Amer- 
ican National Bank of Nashville, Ten- 
nessee, which told of that bank’s offi- 
cers expending in one year a total of 
6,292 hours (700 per officer) in civic and 
public welfare activities. At the time the 
story speculated that if the American 
National survey was any criterion, bank- 
ing officers as a whole must be spending 
“astronomical” amounts of their time in 
such “outside” work. 

Now comes proof in the form of a 
countrywide, multi-industry survey made 
by the American Institute of Manage- 
ment. The survey showed that in the 
relative degrees of director-officer par- 
ticipation in community activities, banks 
and insurance companies led the field 
in the tabulated index. Following them in 
order ranked: mining and metals, utili- 
ties, building and construction materials, 
department and chain stores, food prod- 
ucts and processing, and manufacturers, 
the last named in seventh place. 
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New Ventures in Print 


Three new bank publications, each of 
a distinctive type, have recently been 
launched. 

Union Square News. The “Bank News” 
of the Union Square Savings Bank, New 
York City, is a 4-page newspaper style 
paper of tabloid size which gives cover- 
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INSTANTLY ACCEPTED... 


with no questions asked! 
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*! hate to let you down—but you must learn 
to carry American Express Travelers Cheques.” 


Wherever you go, you discover that American 
Express Travelers Cheques are at an all-time 
high in popularity. 

Here’s why: More than 60 years of service, 
backed by vigorous national advertising and 
promotion, have made American Express 
Travelers Cheques the most widely accepted 
cheques in the world . . . instantly recognized 
and accepted in a million places. 


This universal acceptability, plus the advan- 
tage of American Express service the world 
over, brings to your bank a double bonus 
of good will. 

Your customers rely on you for financial 
service when they travel. They want the safe, 
convenient service they enjoy in your bank. 
So offer them American Express Travelers 
Cheques — and make our service yours! 


AMERICAN EXPRESS TRAVELERS CHEQUES 


The first choice of travelers the world over! 


October, 1953 
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Bank Building Corporation of America 


Columbia Federal Savings & Loan Association, St. Louis, Mo, 








Bank Building Corporation of America 


First Federal Savings & Loan Association, Youngstown, Ohio 











Fidelity Savings & Loan Association, Spokane, Wash, 


Savings and loan quarters that are good examples of new building programs 


age to neighborhood news items as well 
as the affairs of the bank. In addition to 
the normal neighborhood distribution of 
34,009 copies of the September issue, 50,- 
000 additional copies were distributed at 
the S. Klein department store which 
adjoins the bank. The extra copies were 
a result of a feature story on the widely 
known self-service store. 

Commerce Clearings. This monthly 
employee publication of the National 
Bank of Commerce of Norfolk, Virginia, 
was initiated by the bank’s president, 
John S. Alfriend. A four-page, letter-size 
paper, it is devoted exclusively to bank- 
ing subjects and personnel news. A 
feature is the column, “The President’s 
Desk,” in which Mr. Alfriend writes of 
matters of general interest to the bank’s 
personnel. 

Ozark News and Views. Still a third 
type is the single sheet, informal type 
paper “published occasionally” by E. T. 
Brown, vice-president of the Bank of 
Gainesville, Missouri. The contents of 
this paper are divided between “trends” 
news such as “expert opinion on bank- 
ing,” and “homey” news concerning fish- 
ing, local tourist trade, etc. ; 
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Souvenir Booklet 


An attractive souvenir booklet showing 
some 95 of the federal and other princi- 
pal buildings in the Nation’s capital was 
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distributed to correspondents and others 
by the American Security and Trust 
Company, Washington, D.C., in connec- 
tion with the American Bankers Associ- 
ation convention last month. The draw- 
ings were all in pencil and their delicate 
shadings showed remarkable detail. 
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Savings-Loan Styles 


Decided contrast in interior and ex- 
terior styling are shown in the new and 
recently modernized savings and loan as- 
sociation buildings on this page. 

St. Louis, Missouri. An attractive, one- 
story brick building, designed along the 
formal lines of early colonial brick and 
white-trim styling, is the new home of 
the Columbia Federal Savings and Loan 
Association, St. Louis, Missouri. The new 
quarters are on the outskirts of the city 
and were recently occupied by the asso- 
ciation after it had done business in 
downtown St. Louis for sixty-six years. 
Space limitations at the old location 
prohibited expansion and the move made 
possible many innovations, including 
larger quarters, a drive-in teller’s win- 
dow, adequate parking space, and pro- 
visions for future enlargement. 

Miami Beach, Florida. A decided con- 
trast in architectural style is seen in the 
new quarters of the Miami Beach (Flori- 
da) Federal Savings and Loan Associa- 
tion. In the ultra-modern manner, the 


exterior design is made up of large areas 
of red Swedish granite, Florida white 
marble and glass panes, all reaching in 
sections from the ground to the parapet, 
where a large neon sign spells out the 
association’s name in large block letters. 
The form of an eagle and a glass clock 
are suspended within the glass part of 
the wall and a flag pole juts out from the 
white marble part of the wall. The entire 
front is floodlighted at night. For the 
interior finish, several products were im- 
ported from foreign countries, including 
rabanna cloth from Madagascar, drapes 
from Puerto Rico, mahogany from Afri- 
ca, and various furnishings from Italy. 


Youngstown, Ohio. At the recently 
modernized building of the First Federal 
Savings and Loan Association, Youngs- 
town, Ohio, the staggered, sawtooth tel- 
lers’ counters and floor lines give the 
quarters an angular appearance. In the 
older building the counters were in a 
straight line, and the new arrangement 
made it possible to increase the number 
of windows from five to ten. The counters 
are made of St. Genevieve dark rose 
marble. Elsewhere in the lobby, the fix- 
tures are of glass and aluminum, with 
lighting and air diffusers recessed into 
an acoustical ceiling. Two full floors and 
a mezzanine, the latter with a conference 
room and a library, grew out of the re- 
modeling program. 

Spokane, Washington. A similar judi- 
cious use of lobby space in the new build- 
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There are two ways of handling 
any Correspondent banking problem 
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That’s why Manufacturers service is more popular 


with more Correspondent Bankers today than ever before in our history. 


(Manu acturers Trust Company. .. 


EVERYBODY'S BANK 
Head Office: 55 Broad Street, New York 15, N. Y. © Member Federal Deposit Insurance Corporation 
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SHREDMASTER 


Shredding Machine 
quickly turns your confidential papers 
... Old records... . waste paper of all 
sorts . . . into a unreadable 
shreds, valuable only as packing material. 
ANYONE CAN USE—Quick, safe, easy op- 
eration! 
PERFECT FOR OFFICES—Silent, Clean, 
Dust-free, Compact! 
PAYS FOR ITSELF —Provides valuable 
packing material at no cost! 


For Your Office— 
Portable, Noiseless Desk Model 
Shown Here). 

Also Available— 

Table Models and Heavy Duty 
Models for Banks, Department Stores, 
Warehouses, Plants, etc. 

Write for Free Circular No. 10 
THE SHREDMASTER CORPORATION 
201 Willoughby Ave. 
Brooklyn 5, N. Y. 


“See us at the National Business Show— 
Booth +352’’ 

































ing of the Fidelity Savings and Loan 
Association, Spokane, Washington, was 
achieved by a circular design. The tel- 
lers’ counters stretch in a_ semi-circle 
from one side of the large room to the 
other. The ceiling is at two levels, with 
circular, recessed lighting fixtures com- 
plementing large, light circular areas in 
the floor design below. A large panoramic 
mural at one end of the lobby and be- 
tween the two ceiling levels depicts the 
mountains, water-power and agriculture 
of the state. Gleaming check desks and 
columns of wood complete the picture of 
modern building beauty. The association 
will occupy two floors and the basement 
of its new 8-story building, leasing the 
rest to tenants. 
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Bank-by-Mail Stamp 


A new ‘two-in-one” stamp designed 
for customer convenience in making 
bank deposits by mail has proved popular 
at the First National Bank in St. Louis, 
Missouri. The stamp is in two sections, 
one for indorsing checks for deposits and 
the other for imprinting the depositor’s 
name and address. 

In June and July the bank used 6,000 
folders advertising this stamp in bank- 
by-mail acknowledgment. By mid-August 
the bank had received 600 orders, a 10 
per cent and truly remarkable return 
for a $2 mail order item. The customers 
said the stamp considerably simplified 
their banking-by-mail procedures. 

The stamp is distributed by the Earl 





Marie “‘Irma‘’ Wilson 
starring in 

“Marry Me Again” 
Released by 
RKO-Radio Pictures. 
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NOW...you can make your 
BANKING - BY- MAIL 
still easier! 














Time-saver for customers 


Witt Company, Daily News Building, 
Chicago 6, Illinois. 
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Installment Loan Manual 


Member banks of the Florida Bankers 
Association since mid-summer have been 
using a new installment credit manual 
prepared especially for them by an in- 
stallment credit committee of the F.B.A. 

The manual’s introduction lists 16 


| steps for properly setting up an install- 


ment lending operation, and urges that a 
separate installment credit department 
be used by banks with any sizable volume. 
A variety of pre-organization factors are 
then thoroughly treated, such as suggest- 
ed bank attitude, controls, credit factors. 
There follows specific points on applicant 
interviewing, credit investigation, risk 
analysis, and the reviewing of credit 
requests. 

Other chapters discuss the operations 
of specific types of loans, i.e., automobile, 
appliance, television, house trailers, farm 
equipment, commercial vehicles, single 
signature and endorsed loans, and F.H.A. 


| Title I loans. 


The final chapter is devoted to floor 
planning, with pointers on how to develop 
and conduct the operation. 

The committee that prepared the new 
manual was headed up by George N. But- 
ler, vice-president, Broward National 
Bank of Fort Lauderdale. Mr. Butler re- 
ports that a heavy demand for the man- 
ual has virtually exhausted the supply. 
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Railway Station Branch 
Twelve years ago the First West- 
chester (New York) National Bank took 
over a 5’ x 7’ space then occupied by a 
bootblack stand in the New Rochelle, New 
York, surburban railway station used by 
12,000 commuters daily. In that small 
space the bank opened a branch that 
brought national publicity partly because 
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the entrance was too small to admit 
Ernest H. Watson, the bank’s 6 foot, 250- 
pound president. 

This summer the bank enlarged the 
branch to a room 18’ long and 12’ wide, 
with teller cages opening onto the sta- 
tion platform and others facing into the 
waiting room. Once manned by a single 
teller, the office now has four on duty 
during rush hours, two full-time. It is 
open from 7:10 a.m. to 1 p.m. and offers 
complete banking services except safe 
deposit space. 

President Watson conceived the idea 
for the branch after a customer once 
asked that someone meet him at the sta- 
tion to cash a check. Mr. Watson reasoned 
correctly that many a commuter without 
time to visit his New Rochelle bank would 
appreciate service at the station. Today 
this service often includes relaying mes- 
sages between husbands and wives and 
from one commuter to another, some- 
times caring for packages and dogs be- 
tween trains, and even baby-sitting in 
emergencies. 

The advantages of the office are: good 
profits at low operating cost, acquisition 
of much new and varied types of bank 
business, and an excellent adjunct for 
public relations and advertising. 

Hundreds of commuters attended the 
new quarters party given this summer. 
The bank provided a band, coffee and 
pastries, a “queen of commuters,” and 
pretty girls to pin roses on the com- 
muters streaming into the station. 


Branch for commuters 


(Top) The new Quarters of First 
Westchester (N. Y.) National Bank, 
New Rochelle Branch. (Below) 
Pres. Watson and door of old office 
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Have you business in 


ORANGE COUNTY? 


Quite likely you do have items clearing through 
Santa Ana...county seat, largest city and principal 
trading center of Southern California’s booming 
Orange County. 


Because, since 1940, Santa Ana’s population has 
zoomed over 57% ...to nearly 55,000. Bank debits 
(in 1952) totaled over $1,012,800,000...a five- 
fold increase over 1940...and retail sales (about 


one third of the county total) exceeded $102,- 
000,000. 


What's more, Orange is third county in America 
in orange production ... fifth in California in petro- 
leum (over $81,900,000 in 1951), fifth in poultry 
(over 647,700 chickens — and 6,086,500 dozen eggs 
annually). And current home-building activity is at 
the rate of $125,200,000 .. . about six times the 
national level! 


Security-First National is the Bank to serve you in 
Orange County. We've been in the county since 
1895 ...and in Santa Ana since 1911. Today, we 
have five county Branches: Anaheim, Buena Park, 
Huntington Beach, Fullerton, Santa Ana. 


And, of course, a single Correspondent account 
puts at your disposal the facilities of all our 140 
Offices and Branches... providing complete, com- 
petent, streamlined Correspondent service from 
Mexico to mid-state Fresno, as well as throughout 
the vast Metropolitan Los Angeles area. 


We would be pleased to serve you as your Cor- 
respondent. Write: Bank and Customer Relations 
Department. 


RESOURCES OVER 1% BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


James E. Shelton Chester A. Rude 


President Chairman Executive Committee 
C. T. Wienke Paul D. Dodds 
Vice President Vice Presidant 


Lloyd L. Austin 
Vice President 


ECURITY- FIRST 


NATIONAL BANK 


OF LOS ANGELES 





Member Federal Reserve System 
Member Federal Deposit Insurance Corporation 
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Pattern for Localized, Informal Stockholders’ Meetings 


By Kate Talbot 


Advertising Manager, Commerce Union Bank, Nashville, Tennessee 








BOUT a year ago President Edward 
Potter, Jr., and Vice-President J. R. 
Kellam, Jr., of our bank originated a 
series of ‘“informalized” stockholders’ 
meetings in each of the nine middle- 
Tennessee towns in which the Commerce 
Union Bank operates. It was decided that 
separate meetings of this kind would 
create a more friendly atmosphere than 
would one large meeting for all stock- 
holders. Each community would be made 
to realize more~ fully that Commerce 
Union was the community’s own bank in 
fact and in practice. 

Objectives enumerated. The objectives 
of the meetings are manifold: to tell the 
public about bank services; to stress the 
importance of banks in relation to the 
economic welfare of the community; to 
afford stockholders an accurate picture 
of the business operation in which they 
have invested; to provide an opportunity 
for stockholders in each area to know the 
operating staff of the branch in their 
own community; to remind stockholders 
that they are in a position to bring new 
business to the bank; to apprise stock- 
holders of personnel relations and bene- 
fits within the bank; to inform the com- 
munity that the bank is not owned by a 
few, but is a cooperative venture of many, 
including individuals who are neighbors 
and friends; to point out the bank’s role 
in advancing civic projects of the com- 
munity; and to give stockholders an op- 
portunity to ask questions and make sug- 
gestions for the improvement of the 
bank’s service. 

Pattern for meetings. A distinct pat- 
tern for each meeting has been evolved. 
For each occasion the best the community 
has to offer so far as food and entertain- 
ment are concerned is provided. Three 
weeks in advance of the date set for the 
meeting, the branch manager writes a 


A view of a Commerce 





GRADE “A” PASTEURIZED MILK 


LEBANON, TENNESSEE 


September 2, 1953 


Mr. Roy Crips, Vice-President 
Commerce Union Bank 
Lebanon, Tennessee. 


Dear Mr. Crips: 


AS @ small stockholder of the Commerce Union Bank, I wish 
to express my appreciation for the fine annual stockholder's banquet 
at the Lebanon Golf and Country Club. I certainly enjoyed it very 
much and am of the opinion that these annual meetings certainly do 
much towards good public relations between the bank and this entire 
community. . 

~ 

} especially want to thank you personally for the delightful 
program which you arranged. I do not know of any occasion where 
a host was as perfect in all things as were you on this occasion. 


I certainly enjoyed Mr. Potter's talk and most heartily 
agree with everything he had to say. 


Please express my appreciation to ali of the officials of 
the Commerce Union Bank for this splendid meeting, and with 
every good wish and kind regards, I am, 


Neal Scheuerman 








One of many letters commending 
the bank for the local meetings 


A stockholder’s approval 


personal and original letter to each stock- 
holder living in his trade area, inviting 
him to attend the meeting and asking him 
to be prepared to ask questions and make 
suggestions. 

The branch manager serves as toast- 
master and the invocation is given by one 
of the stockholders. In some cases recog- 
nition is accorded a stockholder who has 
rendered an outstanding service to the 
bank or who has been cited for some civic 
activity. 

President is speaker. The chief speaker 
at each meeting is President Potter who 
in his talks gives the overall figures of 


the system, and then the breakdown for 
the community branch, showing that de- 
posits made there are used to benefit the 
area. He calls attention to the participa- 
tion of the operating staff in civic proj- 
ects, and gives a brief summary of em- 
ployee benefits provided by the bank. 
Usually he includes remarks regarding 
the general economic condition of the 
country. At the conclusion of his talk, the 
stockholders are invited to participate in 
an informal discussion of the matters pre- 
sented. 

Advance publicity for the meeting is 
prepared by the main office public rela- 
ticns department and submitted to the 
local press. In every case so far these 
stories have reached page one, including 
many excerpts from Mr. Potter’s talks. 

A day or so following the meeting, each 
stockholder whether he has attended the 
meeting or not, receives a personal letter 
(again original) from Mr. Potter. In 
addition to Mr. Potter, at least two other 
senior officers attend each meeting. 

Enthusiastic response. These meetings 
have been received enthusiastically by the 
stockholders, with at least 85 per cent of 
the invited stockholders attending. They 
take a part in the discussion and tell their 
friends about the affair. In some cases 
non-stockholders have tried to buy stock 
in order to be eligible to attend. Some 
groups have asked that their names be 
included in the news story. In one town, 
five bank customers who were not stock- 
holders heard that the bank was having a 
party and sent flowers. 

The meetings are helping to develop a 
closer and more cordial relationship 
among stockholders, the operating staff, 
management and the community in gen- 
eral. The public gets an accounting of the 
condition of its banks and learns more 
about bank services. 


Union informal stockholders’ meeting in a local trade area 


They heard the president and operating officers explain the overall system of the bank as well as their own branch office 
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Treasury Secretary Humphrey promises year-end tax cut, in his convention address 
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The current government emphasis on sound money 
draws strong support from the assembled bankers 


' HE high degree of participation 
by government officials, headed 
by President Eisenhower, was 

the outstanding feature of the 79th 

annual convention of the American 

Bankers Association held last month 

in Washington, D.C. Overshadowing 

strictly banking topics were the dis- 
cussions of broad economic policy, 
marked by strong support of the sound 
money program and a flexible free 
enterprise system. 

In large measure the association’s 
resolutions passed during the conven- 





COVER PICTURE 


President Eisenhower at the conven- 
tion. Left to right: A.B.A. President 
Brenton, President Eisenhower, Sec- 
retary of the Treasury Humphrey, 
and A.B.A. Executive Manager 
Merle E. Selecman 
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tion followed the economic trend. They 
supported developments since the 
Federal-Reserve-Treasury “accord” of 
1951, including flexible monetary 
policy, flexibility of bond prices and 
interest rates; approved the progress 
being made in balancing the Federal 
budget; pledged renewed support of 
the United States Savings Bond pro- 
gram; endorsed policies looking to- 
ward the creation of a larger volume 
of world trade and the eventual res- 
toration of freely convertible curren- 
cies; and urged every banker to in- 
tensify within his own community his 
efforts toward informing the public 
about the services that his bank ren- 
ders. 

The election of officers saw Everett 
D. Reese, president, The Park Na- 
tional Bank, Newark, Ohio rise to the 
association presidency, succeeding W. 
Harold Brenton. Meanwhile, Homer J. 


Livingston, president, The First Na- 
tional Bank of Chicago, proved to be 
the unanimous choice of delegates for 
the association vice-presidency. In a 
close contest, Sherman Drawdy, presi- 
dent, Georgia Railroad Bank and 
Trust Company, Augusta, Georgia, 
was elected treasurer. 

New division presidents elected 
were: National Bank Division, Henry 
A. Kugeler, president, The Denver 
National Bank, Denver, Colorado; 
State Bank Division, Harry M. Ar- 
thur, president, Arthur State Bank, 
Union, South Carolina; Savings and 
Mortgage Division, John W. Kress, ex- 
ecutive vice-president, The Howard 
Savings Institution, Newark, New 
Jersey; and Trust Division, N. Bax- 
ter Maddox, vice-president and trust 
officer, The. First National Bank - of 
Atlanta, Georgia. New president of 
the State Association section is R. 
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Registration tops 7,300, fourth largest in Washington history 


Irby Didier, executive secretary, Loui- 
siana Bankers Association, Baton 
Rouge, Louisiana. 


Registration at the Washington 
meeting was 7,300, putting it among 
the upper-bracket conventions. 

Highlights of the addresses follow: 


The President 
of the United States 
DWIGHT D. EISENHOWER 


Being here gives me opportunity to 
express to you something more than 
the ritualistic words of welcome, no 
matter how sincere they may be, 
which they are. It gives me an oppor- 
tunity, for example, to thank you for 
your splendid work in helping sell and 
distribute the Government’s savings 
bonds to all our people. With more 
than forty million of them owning 
more than $50 billion worth of gov- 
ernment obligations, we know that 
there is still in our country the incen- 
tive and the determination to save, an 
incentive and a determination that 
have been responsible for so many of 
the good things this nation enjoys. 


Beyond this, your coming here 
brings to the Government a very great 
opportunity for cooperative work in 
this whole field of finances and the 
soundness of money and its circula- 
tion and its use. I realize that our 
Secretary of the Treasury and other 
members of the Administration ap- 
peared before you to give you their 
latest thinking on certain of the im- 
portant subjects that interest you, but 
I want to assure you first of all that 
this is not an Administration that 
thinks it has all the answers. It is not 
an Administration that sits in an 
ivory tower of lonely isolation and 
gives words of wisdom that all others 
must obey or be wrong. We are here 
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not only to do our duty in government 
but to learn, and through such meet- 
ings as this we learn a lot. 

You people, with your fingers on the 
pulsebeat. of the American economy, 
come here and, by your presence and 
by your exchange of thoughts among 
yourselves and with us, will leave us, 
we hope, wiser than when you came. 

So for this kind of thing I come 
before you and thank you for your 
help and for your patriotic interest 
in the whole American scene and what 
it is doing and where we are going. 
These are the things that interest 
America today, and they are going to 
be solved only as we each, all segments 
of our economy and our great political 
life, meet with each other, consult 
with each other, and therefore reach 
answers that are truly American, all 





American, not representative of any 
particular class or group alone, but 
for all of us. 


A.B.A. President’s Address 
W. HAROLD BRENTON 


Retiring President, American Bankers 
Association, and president, State Bank 
of Des Moines, Des Moines, lowa 

Many bankers and our American 
Bankers Association have been giving 
much thought to plans which will 
broaden the economic knowledge of 
bankers and thus further improve the 
stature of banking. As I mentioned to 
you a year ago, we need an enlarged, 
improved program of economic educa- 
tion. 


Two phases of banker education are 
essential. One is the study of bank 
credits, bank operations, and public 
relations. This field is extremely im- 
portant and has not been neglected. 
Bankers themselves have laid great 
stress on improved banking tech- 
niques, and their study has paid off 
handsomely with stronger banks and 
better customer relationships. 


The other essential phase of the ed- 
ucational program is in the field of 
economic and fiscal operations. To this 
field bankers should give more atten- 
tion. In these perilous times, it is ur- 
gently important that we have a well 
founded working knowledge of “bank- 
er-economics.”’ The complicatedness of 
our economy requires the assiduous at- 
tention of all bankers if we are to 
avoid depending on government to 
cushion each financial disturbance. 


Over the country, large banks and 
small banks are developing their own 
programs for the economic enlighten- 
ment of their personnel. For example, 
several large banks have already de- 


Attraction for the ladies, a tour through the White House 
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View of the substantial turn-out at the first general session of the convention 


President Eisenhower is a stellar magnet, as huge Constitution Hall fills 


veloped programs of regular study 
classes about economic principles as 
they relate to our everyday business. 
While at times profesional educators 
assist in this training job, this work 
they have found cannot be delegated 
to educators alone. To be most effec- 
tive, it must be closely directed by 
senior bank officers. 

The educational process at times 
seems very difficult for the small bank 
to carry on, but the small banks of this 
nation are in a key position to give 
great support to the free enterprise 
system providing they are able to 
develop the know-how. It is the small 
banks who can be most effective in 
reaching their customers with the 
economic facts of life. The small 
banks, if they will, can greatly im- 
prove the economic literacy of their 
communities. They dare not hold back, 
as the small communities they serve 
are the grass roots and the stabiliz- 
ing influence in strong government. 


Looking Ahead 


EVERETT D. REESE 
President, American Bankers Associa- 
tion, and president, The Park National 
Bank of Newark, Newark, Ohio 
It is essential that we as bankers 
provide financial leadership of the 
highest type and help to inculcate a 
clear understanding of the sound prin- 
ciples of money and finance. If the 
people are served well by us in their 
financial needs and have such under- 
! Standing, we will have made much 
progress in preventing any further in- 
roads of the government into the 
private banking field. 
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We must work constructively with 
those in charge of our government 
who have much to do with shaping 
the course of the future of our coun- 
try. However, in our country’s posi- 
tion of world leadership, we must 
prove that we can manage our af- 
fairs under free enterprise in such a 
way as to maintain good levels of 
employment and activity without war 
or government assistance. 

We should support consistently 
those in government who are trying 
to reduce expenses, cut taxes, elimi- 
nate bureaucracy, and foster a demo- 
cratic form of government. 

An enlightened and _ progressive 
banking system must play its part in 
maintaining full employment and per- 
petuating a sound and ever increasing 
prosperity for all our people. The 
American Bankers Association can 
be a large factor in making our efforts 
more effective. 


Treasury Viewpoint 
GEORGE M. HUMPHREY 


Secretary of the Treasury 
Washington, D.C. 


Sound money is based upon three 
principal pillars—a proper budget 
policy, a properly functioning Federal 
Reserve System, and proper debt man- 
agement. This administration is work- 
ing constantly to strengthen all three 
pillars. 

The first pillar—and one which we 
have already made substantial prog- 
ress in strengthening—is the budget 
pillar. As our midyear budget review 
showed, we have turned the corner in 
attempting to get our government’s 


finances in hand. For the first time in 
the past few years we are planning to 
spend less this year than in the year 
before. 

The excess profits tax will expire on 
December 31st, and there will be no 
request for renewal. At the same time 
an average of 10 per cent reduction in 
individual income taxes is scheduled 
to go into effect, and it will become 
effective. Many further adjustraents 
in taxes are now under consideration 
by the Ways and Means Committee 
and the Treasury for submission to 
the next Congress. 

The second pillar of sound money 
is a properly functioning Federal Re- 
serve System. This is another way of 
saying effective monetary policy. The 
March 1951 accord partly restored 
effective monetary policy to its right- 
ful place in our economy. It laid the 
groundwork for the policy which the 
present Administration is pledged to 
continue. 

The third and final pillar is proper 
debt management. Nearly three-quar- 
ters of the debt matures within less 
than five years or is redeemable at the 
holder’s option. One of the things we 
are trying to do is to extend that 
average maturity gradually. 

It is our firm intention to offer more 
intermediate and long-term issues at 
opportune times in the future. We will 
use care, of course, not to press the 
market in competition with state, 
municipal and private financing which 
is at a peak of demand at the present 
time. 

Now I want to say just a word 
about the current outlook. The decline 
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in the stock market is heralded by 
some as a sure sign of disaster. I can- 
not believe that that is so. It may well 
be that, as the fear of inflation de- 
clines, some switching is taking place 
from stocks to bonds or cash which the 
holders have not dared to make during 
the past period of growing inflation. 


Managing the Debt 
W. RANDOLPH BURGESS 
Deputy te the Secretary of the Treasury 
W ashington, D.C. 

We have been able to finance this 
year’s huge deficit without any net 
increase in bank holdings of Govern- 
ment securities and, hence without 
any increase in inflationary pressures 
due to that cause. 

The few steps we have taken toward 
spreading out the debt, together with 
other pressures for funds and the 
Federal Reserve policy of mild credit 
restraint, have caused some jolts and 
bumps in the market. Some of these 
have been unpleasant, particularly for 
holders of long-term Government 
bonds, who have seen the prices of 
their bonds depreciate in the market. 
Most holders, including bankers, have 
taken the price change in good spirit 
and with understanding, as one of the 
normal risks of investment. 

The steps taken so far in funding 
the debt hardly show in the totals. 
With this huge debt, getting shorter 
day by day, you have to run fast to 
keep even. In 1954, we shall still have 
to refund a quarter of the debt. 

But it is not as bad as it looks. 

First, the budget picture is greatly 
improved. There is real. hope that we 


may be nearly through with raising 
cash to finance a deficit. Without new 
cash to raise, we and the market will 
be freer to deal with refunding. 

Second, the market has now shown 
evidence that it has weathered the 
readjustment to higher yields and is 
able to stand on its own feet without 
price props. 

Third, experience shows us that, 
over a period, there are substantial 
amounts of funds available for invest- 
ment in U.S. Government long-term 
bonds at fair rates. 

Lengthening the debt can apply to 
the banks, as well as to nonbank inves- 
tors. In 1939, before World War II, 
the average maturity of Governments 
held by the banks was nine years. 
Today, it is three years. 

The Government debt would be more 
orderly, the dangers of inflation and 
deflation would be reduced, the risk of 
interfering with the steady flow of 
funds into productive use would be 
less, if the bank-held Government debt 
were smaller and better distributed 
over a period of years. The experience 
of the: September refunding offers 
hope that, under suitable conditions, 
this can be brought about. 


Administration Program 
WALLACE F, BENNETT 
United States Senator, Utah 


The Administration has unfolded 
a three-part financial plan: (1) a fiscal 
policy which is based on a free money 
market, (2) a monetary policy that 
continues the independence of the 
Federal Reserve Board from control 
of the Treasury and (3) an overall 





philosophy of getting the government 
out of the direct loan business, begun 
with the elimination of the Recon- 
struction Finance Corporation. 

We all agree that there is no perma- 
nent substitute for equity capital but 
the habits and attitudes of 20 years 
cannot be eradicated in a day. For a 
while we may need some kind of a 
capital loan program, particularly for 
small business, but now is your chance 
to prove your claim that the legitimate 
credit needs of American business can 
be supplied by our private banking 
system without direct government 
loans. 

It would be tragic if we who have 
fought so long for the privilege of 
operating in a free market would fail 
to recognize our present opportunity 
and were to lose it again by default. 


Federal Reserve Policy 


J. L. ROBERTSON 
Member, Board of Governors, Federal 
Reserve System 

What is the monetary policy of the 
Federal Reserve System? Its policy— 
the only monetary policy it has—is to 
make available all the money and 
credit the economy needs for normal 
operation and for healthy growth— 
but not so much as to induce inflation 
or so little as to cause deflation. The 
purpose, in line with the goal Con- 
gress has set for the System, is to 
see to it that boom-and-bust cycles 
do not arise from money and credit 
causes, and to moderate cyclical move- 
ments stemming from other causes. 

The credo that underlies Federal 
Reserve policy and purpose is our 


Secretary Benson at Agricultural Breakfast cites farm program flaws, asks bank cooperation 
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conviction that stable values—in the 
main a dollar that will buy the same 
amount of goods and services from 
one year to another—are necessary 
to aid the growth of the economy and 
improvement of the standard of living 
for the people as a whole. Please note, 
I said “‘the people as a whole.”’ We do 
not dispute that a dollar that keeps 
buying less and less would benefit 
some people, but we must not forget 
that our responsibility is not to some, 
but to all of the people. 

Adherence to present Federal Re- 
serve policy has meant that the avail- 
able supply of money and credit has 
not been sufficient to meet all de- 
mands. And this in turn has meant 
that the cost of obtaining credit has 
risen. In other words, interest rates 
are higher. But let me emphasize that 
the Federal Reserve System is not in- 
terested in promoting higher interest 
rates. The choice is not between 
“high” and “low’’ rates. Rather, the 
choice lies between (1) letting inter- 
est rates rise, and fall, through the 
interplay of the demand for credit and 
a supply attuned to economic needs, 
and (2) on the other side, expanding 
the supply of credit to drive down, or 
hold down, interest rates, even though 
the excess credit thus created accom- 
plishes nothing except a rise in prices. 
We have chosen the first course, in the 
belief that it is in the interest of 
the people as a whole. 


Comptroller’s Remarks 
RAY M. GIDNEY 
Comptroller of the Currency 
Washington, D.C, 

A challenge which the banker faces 
every day is to serve the public ade- 
quately, to produce earnings sufficient 
to cover operating expenses, an ever 
increasing item, to cover taxes, also 
at a high point, and to have a satisfac- 
tory amount remaining for dividends 
and additions to capital; all of this 
while keeping everything shipshape so 
that no sudden economic squall will 
find him unprepared. 

Obviously, today’s banker has a big 
job just running his bank, but he also 
has innumerable other duties and calls 
on his time which must be met if he 
is to measure up to the ideal of the 
part he should play in his community 
and in the Nation. And, in general, I 
believe that our bankers realize that 
they have public responsibilities and 
that no banker who is worthy of the 
name will fail to take his part in the 
numerous public activities of his com- 
munity which call for the use of the 
talents bankers naturally develop. 

There have been suggestions in re- 
cent days that the bankers may find 
themselves under attack if everything 
in the economic picture does not at all 
times proceed without strains and 
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From left: President Everett D. Reese, Retiring President W. Harold Brenton, 
Vice-President Homer J. Livingston 


Country and city banks are represented in two top A.B.A. posts 








From left: N. Baxter Maddox, John W. Kress, Henry A. Kugeler, Harry M. Arthur 


Elected new heads of the association’s four divisions 


stresses or ups and downs. It seems to 
me that the banker has made an im- 
portant place in the life of his com- 
munity which will not easily be as- 
sailed if he continues as he has been 
doing, to operate his bank well and to 
give of his time and effort to public 
causes. His services to the public are 
so numerous, and so important to 
every community, that I believe he has 
a firm place in public esteem not ex- 
celled by any group which could be 
named. I think we in the banking busi- 
ness should not lose sight of this fact. 


Farm Program 
EZRA TAFT BENSON 


Secretary of Agriculture 
Washington, D.C. 


Stay with your farm customers, 
even when weather or economic condi- 


tions make debt repayment less favor- 
able. Many farmers who have recently 
entered agriculture and contracted 
large debts are finding it more difficult 
to repay loans now than when farm 
commodity prices were rising. Both 
banker and borrower need to plan 
carefully in meeting the adjustments 
that have arisen because of drought 
and lower farm commodity prices. 
Bankers can play an effective role 
by encouraging sound conservation 
and soil-building programs on the in- 
dividual farms and ranches in their 
local communities. Credit programs to 
support sound soil improvement prac- 
tices have paid good dividends in the 
past, and will continue to do so. Credit 
plans designed to help farmers change 
over to a diversified, better balanced 
See A.B.A. NEWS REPORT, Page 78 
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Financial officers candidly discuss 
bank officers calls, lending rates 
and policies, unusual services 


How CORPO 


V 


O CORPORATE treasurers think 
bank officers call on them too 
frequently, or not often enough? 

Are such visits helpful, or mostly just 
“conversation?” Do the _ treasurers 
consider bank lending policies well 
adjusted to today’s business require- 
ments, and how do they view the rise 
in borrowing costs? Are any of the 
banks going out of their way to pro- 
vice special services “beyond the call 
of duty?” 
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By 
HARRY V. ODLE 


Associate Editor, 
Burroughs Clearing House 


Answers to the foregoing questions 
are contained in this second install- 
ment of a report based on an informal 
editorial survey of corporate financial 
officers. (In the September issue of 
Burroughs Clearing House the trea- 


Among financial officers participating in the informal survey 
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G. L. HARDING 


J. J. SCANLON 


LYMAN ROBERTSON 
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surers told of factors used in select- 
ing depository banks and in determin- 
ing account balances.) 

Here are the specific queries raised 
in interviews or correspondence with 
top-level financial executives of na- 
tionally known companies, and some of 
their replies: 

What comments would you care to 
make regarding the bank officers call- 
ing on you? Generally speaking, are 
the topics discussed helpful and con- 
structive? Do you have any sugges- 
tions for making the calls of more 
value to you? 

With some dissenting notes, most 
of the corporate officers had a good 
word to say about banker visits. 

Typical is this treasurer <omment 
from a Philadelphia manufacturer: 
“We enjoy such calls, believe that they 
create healthy discussion, and also 
keep our banks well informed of what 
is going on in our Company.” 

“We deal with many banks and wel- 
come visits from our banking friends,” 
says A. S. Aronson, treasurer, Na- 


’ tional Dairy Products Corporation, 


New York City. “We particularly like 
it when they are acquainted with the 
personnel of our Company in their 
respective cities and bring to us con- 
structive suggestions.” 

Says Lyman P. Robertson, vice- 
president and treasurer, Pacific Mu- 
tual Life Insurance Company, Los 
Angeles: ‘We like bankers generally 
and are therefore pleased to have them 
call. This is not limited to those banks 
with which we do business. We find 
the topics discussed both helpful and 
constructive.” 

In the same vein is the statement 
from the vice-president and treasurer 
of a big meat packing firm in Chicago: 
“We are glad to have visits from bank 
officers as they afford us an oppor- 
tunity not only to review our own 
operations with our banks, but such 
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Walter H. Johnson, Jr., (left), vice president, The Marine Midland Trust Company 
of New York, discusses with A. S. Aronson, treasurer, National Dairy Products 
Corporation, various methods of effecting transfers of funds. 


The treasurers had suggestions 


visits also provide us with interesting 
information on local conditions and 
very frequently we receive valuable 
credit data on local accounts.” The 
assistant treasurer of another Chi- 
cago meat packing behemoth remarks: 
“These visits are of interest in obtain- 
ing a nationwide cross-section of 
thought.” 

The treasurer of a leading soap 
manufacturer finds that it is in con- 
nection with the rating of the manage- 
ment of banks that the calls of bank 
officers are of greatest value, since 
much information about management 
policies can be gleaned from such 
visits. The treasurer adds: “It is 
generally our feeling that we get much 
more from the calls of bank officers in 
our office than we do from any con- 
tacts that we have made in large 
group meetings.” 

Of course, not all comment on the 
subject was favorable. Bank officer 
calls were not generally considered 
too frequent, but one “tip” extracted 
from the survey is that it might be 
well to avoid combining corporate 
visits with attendance at banking con- 
ventions. The treasurer of a building 
supply manufacturer voiced a common 
sentiment when he said, “I find that 
when a segment of banking activity 
is holding conferences in Chicago, I 
am apt to be swamped with calls to 
the point where I occasionally have 
to cut them short.” 

The same financial officer had 
another noteworthy word of advice on 
timing. His primary complaint was 
against the individual “who calls be- 
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for improving bank officer calls 


tween 4 and 5 in the afternoon after 
he has made all of his correspondent 
bank calls.” The treasurer explains 
that his office is usually at its busiest 
at that time, when checks and mail 
are coming in for signature, and the 
time devoted to visiting bankers at 
the end of the day holds up the cashier 
and other people in the department. 
Incidentally, this corporate official was 
formerly a_ vice-president 
in one of the Eastern 
banks, and thus has sat on 
both sides of the desk so 


lationship, and in the event of his 
absence or inability to receive the 
bank officer, to brief a representative 
of his on the points to be covered.” 

Out of interviews with bankers 
from all over the United States and 
parts of Canada during the past 18 
years, the treasurer of a soap company 
has evolved a set of “rules” for bank 
representatives that should be of dis- 
tinct interest to them. They are: 

1. Endeavor to have some feature 
that would be advantageous to the 
prospective account. 

2. In the absence of such a feature 
—one does not exist in all cases—try 
to develop a friendly relation with the 
financial officer. 

3. Be a patient and regular caller, 
not oftener than twice a year. It takes 
years to get some accounts. But be 
sure it is a good prospect. 

4. Evidence an interest in the affairs 
of the prospective customer. Inquire 
about the business, be an attentive 
listener, and accumulate items of in- 
formation in which the financial offi- 
cer might be interested. 

5. Encourage an exchange of serv- 
ice between the bank and the prospec- 
tive account even though there is no 
banking connection. For example, 
emphasize the bank’s credit informa- 
tion, the bank’s knowledge of com- 
panies and individuals in its locality, 
its familiarity with local government. 
It might cement the relationship to 
make inquiries of the prospective ac- 
count occasionally. 

6. Avoid the statement “we would 
be honored to have your account.” 

See CORPORATION VIEWPOINT—Page 86 


Corporate method of comparing banks 





he has a good understand- 
ing of banker problems 


BANK SELECTION FORM 
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How an association charts its course 


with surprising accuracy 





CC. W. GROVE 


President, Second Federal Savings 
and Loan Association of Cleveland, 
Cleveland 14, Ohio 


ITH a series of charts that show 

where we have been, a series of 

daily report tables to mirror 
where we:are at present, and an oper- 
ating budget and forecast of savings 
and lending operations to indicate 
where we are going, we chart our 
business course with a surprising de- 
gree of accuracy. 

Graphs and bar charts have been 
and are maintained monthly which re- 
flect past performance in all important 
fields of activity. Certain tables, par- 
ticularly a quarterly report of loans 
since the first one made in 1934, and 
a quarterly report of loan yields by 
dollar volume, show past performance. 

The heart of the daily operations re- 
ports, to keep abreast of present 
trends, is in a tabular form three feet 
long and a foot high which shows 
every element of every day’s opera- 
tion. One line for each business day is 
completed by bookkeepers and placed 
on my desk before 5 p.m. every day. 
Actually there are 3 lines used now, 
one for our branch, one for our main 
office, and one for combined totals. 

A detailed operating budget of in- 
come and expense, checked and revised 


Savings and Loan 
AGKME 





GUIDES 


TREND OF SAVINGS 


JULY JAN 
1951 1952 1952.1953 
meee memset on ON SAVINGS ACCOUNTS NEW & OLD 
eemeame = TOTAL SAVINGS WITHDRAWN | | 

TOTAL PAID ON NEW SAVINGS ACCOUNTS 


1953_1954 





WHERE WE’°VE BEEN ... One of 20 charts that picture the route over 
which Second Federal has traveled 


as necessary each month, gives us a 
forecast of each half year’s operation. 
Furthermore, we have projections of 
essential accounts such as savings 
totals, loan volume, reserves and total 
assets 2!%5 years ahead which are 
checked and revised annually. 

This summarizes our various guides 


to business progress. Let us now ex- 
amine them in greater detail. 

Charts and Graphs. A total of 20 
graphs and bar charts picture graph- 
ically the route over which Second 
Federal has traveled. 

In general, our graphs and charts 
report figures which we have in tabu- 





WHERE WE ARE... To keep abreast of present trends, a line of this wide columnar form i 
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From left: Vice-President L. M. Leick, President Grove, and 
Treasurer M. McKinley 


WHERE WE’RE GOINC .. . Surveying budget and forecast figures 


lar form on the daily report sheet. 
Thus, to say that this daily operations 
report is only important to show us 
where we are is to belittle its worth, 
for it also provides valuable compara- 
tive data on past trends. However, 
looking at columns of figures, or try- 
ing to carry relationships of figures 
from page to page, is not as informa- 
tive as following a graph or bar chart 
over a period of months or years. 
Furthermore, many graphs show re- 
lationships of figures percentage-wise. 

For example, one chart shows total 
earning assets as a percentage of total 
assets, mortgage loans as a percentage 
of total assets, and savings as a per- 
centage of total assets. 

The chart showing total paid on 
savings accounts, total savings with- 
drawn, and total paid on new accounts 


is typical. In general, the three graph 
lines follow each other although, at 
some intervals, the space widens be- 
tween lines. For example, in January, 
1952, our all-time peak for inflow of 
total savings, the solid line (total paid 
on savings accounts new and old) went 
above two and a half million dollars; 
total paid on new accounts was up to 
a little more than $1,200,000, just ex- 
actly where total savings withdrawn 
was at a new peak. 

Whereas total paid on all savings 
hit its all-time peak in January, 1952, 
total withdrawn hit a new high in 
January of 1953. Looking at the latest 
graph lines, we find savings down in 
May, 1953 from April and down only 
slightly from a year ago; new savings 
down from the previous month and 
down from a year ago, but savings 








































withdrawn down some from April but 
the totals still well above the level of 
April, 1952. 

A bar chart recording total monthly 
savings in thousands of dollars, shows 
savings volume for each year from 
1945 to date with space for the 10th 
year, 1954, on the chart. Each month 
now has 9 bars. A look at April for the 
past 5 years will demonstrate the value 
of the picture in bar chart form. The 
bars move up like steps as follows: 
April, 1949, $420,000; 1950, $720,000; 
1951, $1,180,000; 1952, $1,320,000; 
1953, $1,470,000. Not only does this 
chart show comparisons of all months 
in all years with each other but its 
construction shows the comparison of 
corresponding months in each of 10 
years, side by side. 

Two important graphs show Total 
Reserves as a Percentage of Net As- 
sets and Total Reserves as a Percent- 
age of Savings on one chart, and Total 
Reserves and Undivided Profits, Un- 
divided Profits, and Reserves for Con- 
tingencies (3 graph lines) on another 
chart. 

Charts and graphs, supplementing 
the numerical tables and reports we 
maintain, guide us in many phases of 
operation. 

Loan Analysis. In addition to and 
supplementing our charts on the sub- 
ject of mortgage lending, we compile 
a quarterly report which summarizes 
all lending since loan number 1. The 
report shows type of loan as to pur- 
pose, that is, construction, commercial, 
refinance and purchase. Under these 
four classifications, we show number 
of loans, total loaned in.each category, 
total appraisal values, percent of loan 
to appraisal, average size of loan, and 
average appraisal. 

For example, a glance at the report 
for March 31, 1953 shows 8,389 loans 
made since loan number 1, $72,544,- 
211.76 in total loans, $104,360,807.69 
in total appraisals, 69.51 per cent 
being the per cent of loans to apprais- 
als, and a 19-year average for all loans 
of $8,647.54 and an average for ap- 
praisals of $12,440.20. 

With these reports’ quarterly, we 
watch trends and direct our lending 
activities to best serve our investment 
needs and to maintain a proper bal- 

See SAVINGS AND LOAN—Page 94 


completed each business day, reporting the results of important elements of Second Federal’s operations 
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Filing jobs were analyzed, and either 
streamlined or eliminated 


Solving Operating Problems in 


CEVTRAL-CREDIT FILING 


By | 
PRESTON V. HENLEY 
Manager, Credit Department, The United 


States National Bank of Portland, 
Portland 8, Oregon 


ILING operations have probably 

always been an onerous and un- 

romantic problem, to those of us 
having responsibility for them. As 
someone once told us, “You can find 
a wealth of material about credit 
analysis or credit problems, but I 
don’t recall much in the way of infor- 
mation about filing, or credit filing, 
in particular.” 

We have had somewhat of a head- 
ache in the central file and credit file 
sections of our credit department, 
caused principally by unusual person- 
nel turnover and resulting lack of effi- 
ciency in maintaining and recording 
information. Much of this, of course, 
was due to our growth during recent 
years. Lack of space in our depart- 
ment also added to our troubles. The 
headache seemed to become more acute 
daily until we simply had to find the 
right “medication” to relieve the pain. 

We began by studying present 
methods, arrangements, and the duties 
of girls in our central file and credit 
file sections. After a look at our study 
we felt it necessary to call for help 
from our methods department, al- 
though, quite frankly, we were rather 
reluctant to ask for this help because 
of the usual fears of personnel regard- 
ing stop-watch timings, etc. To obviate 
possible resentment that calling in the 
help might cause; we explained fully 
and carefully to each and all of our 
girls why we were asking for help— 
that the methods department could 
make their jobs easier and more ac- 
curate. We actually started a low- 
pressure sales campaign to sell the 
girls on the idea. We felt that if we 
could get the girls to sell themselves 
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RUBBER STAMPS USED IN WORK SIMPLIFICATION 


The three stamps below are kept 
on movable credit file table. Using 
these stamps halved the time form- 


LIABLE AS ENDORSER TO ANO 


LISTED ON DOUBLE BORROWERS’ LIST DATED 


OWES BANKS §$& 


GUARANTY FOR 
FOR $ 


SIGNED BY 


The following stamp is used on ac- 
counts borrowing in the consumer 
credit department. Formerly this 
was typed on each account, and 
there was always a lag of a month 
or two in getting the information 


Consumer Cr. Dept. 


The stamp below is used in our 
credit folder to denote a credit com- 
mitment. The stamp makes it pos- 
sible to determine at a_ glance 
whether a commitment has been 
made, and eliminates typing. 


Commitment > 


Two stamps used for clippings from 
local daily newspapers, with date 
stamp. Formerly it took one-half 
hour to forty-five minutes daily to 
type this on the clippings. By using 
stamps it now takes from three to 
fifteen minutes daily. 


JU RNAL 


JUL 8 ‘53 


REGONIAN 
JUL 8 '53 


THER BANK 


ANALYSIS for the month ending 
shows Contingent Liability of 


and Wholesale Outstanding of 


erly needed to type and re-file 
credit folders. 


FOR $.. 


OWES US $ 


DATED 


in the credit file. The stamp has 
enabled us to get the information in 
file almost immediately and cut the 
time from around five hours a month 
to less than one hour per month. 


— WY 


Below: Date stamp used to note 
closing of an. account such as sav- 
ing, trust, etc. Formerly this was 
typed. Card had to be pulled out and 
re-filed. Now the stamp is used right 
at the file and the card is immediate- 
ly re-filed. Used with central file 
board. 


JUL 8 ‘53 


Date stamp below is used to mark 
deceased on central file card. For- | 
merly was typed on, necessitating 
re-filing of card, etc. Used with cen- | 
tral file board. 


DEC’D 7 8 ‘53 








Rubber stampings, shown in color, have eliminated typing jobs 


Burroughs Clearing House 
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MOVABLE CREDIT FILE TABLE at desk. Worker no longer 
need stand, as heretofore, and work area is free. No heavy files 
to carry. Table moves easily to work area but will lock if desired. 
Total time saved by using table was over 35 hours per month 








REFERENCE BOOK TABLE designed to hold 


credit department’s most used 


scattered around department 





reference 
books, which were formerly in desks or 














ROLLING TABLE and rubber stamps eliminate 

pulling credit files and taking to desk, opening 

files and taking them apart, typing, and then 

putting file together again, and taking the 
file back to cabinet and re-filing it 











CENTRAL FILE BOARD, 12 by 22 inches, of half-inch plywood, 
slides over central file tubs. Each central file card is processed as 
soon as pulled, and returned to file. Rubber stamps and pen eliminate 
typing. Time saved on this operation is from 45 to 75 minutes daily 


Four simple devices that have helped to speed central and credit filing work 


and each other, we would profit both 
from a morale as well as an efficiency 
standpoint. 

Our next step was to sell the meth- 
ods department worker on our depart- 
ment and indoctrinate her as to our 
department’s function, scope, and pro- 
cedure. This took a few days but paid 
excellent dividends finally. Methods 
then re-studied and re-analyzed each 
job, at the same time selling the girls 
to the point that many of the main 
changes we eventually made came 


October, 1953 


from the helpful suggestions of the 
girls themselves. 

We re-evaluated each job the girls 
performed and were able to discun- 
tinue many jobs completely. For ex- 
ample, we discontinued listing High 
and Low each month on real estate 
loan records. I do not know how this 
got started anyway, but by “‘discover- 
ing” it and eliminating it we gained 
or saved 8 hours a month. 

Another elimination saving 30 min- 
utes work each day was on our branch 


transcripts. Three of our newer city 
branches sent us a daily report of new 
accounts opened and this was checked 
to see whether any of the accounts had 
been transferred from Head Office. If 
we found a transferred or duplicate 
account, this was noted in our central 
file card and the transcript or report 
was then sent to our business develop- 
ment department. The transcript had 
been unnecessary for at least 3 years. 

By eliminating all messenger work 
and leaving the work to the messenger 


43 

















Maintenance department built the filing devices at low cost 


department we not only saved a sub- 
stantial amount of time but made time 
available to the girls to better utilize 
their clerical skills. 

These are just a few of the elimina- 
tions we were able to make by re- 
evaluation of duties. 


E designed four efficiency space 
saving devices. These included 

a rolling table, a table to hold refer- 
ence books, a rollable table to file credit 
reports, and a movable board fitting 
on central file tubs. All of these de- 
vices are simple, obvious, and practi- 
cal, but somehow or other no one ever 
got around to developing them before. 

They are illustrated on page 43. 

The rolling table was designed by 
members of the credit and methods 
departments and built by our mainte- 
nance department. The table is 40” 
high, with a 14” by 25” top, three 
shelves for storage of 11 x 8 pages, 
and extra storage space of 12” x 14” 
and 9!.” high. A pen on a chain is 
hooked to the table and there is space 
for several rubber stamps. The table 
fits in our cramped credit file space 
very well, and enables us to bring the 
work to the file instead of pulling 
credit files, taking them apart, and 
then refiling. Our girls take the table 
and work directly to the credit file, use 
a rubber stamp which eliminates tak- 
ing the file apart and typing, and then 
put the file back in place. On posting 
loans in the files, this method saved 
us 26 hours per month on one job 
only. When posting average balance 
card high-low loan records, the use 
of the table cut the daily time from 
2 hours to 11 hours. Using the table 
and rubber stamps saved us 1 hour 
a month on posting our double bor- 


4A 


rowers’ list. We halved our letter of 
credit posting by the same methods. 
By using the table and changing our 
routing we cut down the time on 
handling mail inquiry file work from 
2 hours daily to 40 minutes daily. The 
table has been most useful for all sorts 
of things we never thought of origi- 
nally and we use it for over 9 sepa- 
rate file operations with time savings 
on each. 

Our table for reference books is 
simple enough, but we had never be- 
fore had one. This table put our most- 
used reference books in one spot and 
saved space. This was also designed 
by members of the credit department 
and built by “maintenance.” 

For our movable credit file table 
we took an old bookkeeping table from 
the storage room, lowered it, and had 
a box 2714” x 18” and 514” deep made 
and fastened to the top. We had a 
partition placed in the box and got 
alphabetical dividers, A-M, N-Z, for 
the two sides. The table is desk height, 
moves, and will lock as desired. Credit 
files are placed in this alphatbetically 
as they are returned to the credit de- 
partment. This table has saved us 
about an hour each day. It has simpli- 
fied the finding of “out” credit files, 
and speeded up return of out files to 
their place. 

Our central file board is merely a 
piece of 4%” plywood 12” x 22”, fitted 
to the size of the central file tub con- 
tainers and easy to push along the top 
of the tubs. Formerly, we pulled cen- 
tral file cards, took them to a desk, 
typed information on them, and refiled. 
Now we use the board right at the file, 
use rubber stamps and have cut our 
central file time work in half. Simple 
isn’t it? On one job alone, that of 





noting changes of names signing on 
accounts, we reduced the time from 
75 minutes daily to 45 minutes daily. 

In addition to the foregoing devices, 
we found some metal containers in 
our storage room the size of our cen- 
tral file cards. By putting alphabetical 
dividers in these we again saved time, 
had an easier time finding “outs,” and 
reduced possibility of mis-filing or loss 
of cards. 

Whenever possible we eliminated a 
job, provided we found it was un- 
necessary. It was surprising how 
many we found to be so. 

Where jobs were essential, a change 
of method here and there saved time 
and made for more accuracy and effi- 
ciency. For example, we changed the 
procedure in handling our deceased 
notice which is sent to all interested 
departments daily. The change, which 
was amazingly simple (using a large 
sheet instead of numerous sheets, 
sending to all departments instead of 
looking up each person separately and 
then sending only to departments 
shown on central file cards, etc.) 
changed our previous time of 14 
hours daily to 40 minutes daily, and 
all departments now have an “easy to 
read at a glance” deceased notice. This 
also eliminated possibility of some in- 
terested department not seeing the 
notice. 

New rubber stamps, eliminating 
typing operations, are worth their 
weight in uranium. We have already 
cited a couple of their uses. Another 
example is in connection with our 
newspaper clippings. Formerly, the 
girls cut out marked notices, then 
typed in red the name of the paper and 
the date. Our date stamp, and stamp 
with name of the publication, has 
more than halved the time formerly 
needed for this job. In passing, we 
might mention that the use of rubber 
stamps has increased not only in the 
files, but in our credit analysis and 
general credit sections as well. In 
certain correspondence our dollar sav- 
ings has been about half the monthly 
salary of a secretary. We get the work 
out faster, too. 


HE “medication” here described 

has cured a chronic operating head- 
ache, and although we expect recur- 
ring symptoms at times, we feel more 
confident about matters and, as the 
doctors say, “the prognosis seems 
good.” We are all more sold on our 
methods department, the girls them- 
selves have contributed toward their 
jobs with better understanding and 
apparently happier attitudes, and we 
have a procedure book or manual for 
each job. The total time saved en- 
abled us to reduce our file staff by one, 
and I feel we give faster and better 
service generally. 


Burroughs Clearing House 











WASHINGTON VIEWPOINT 








Reserves for Bad Debts 


After prolonged negotiations with 
representatives of banking, the Inter- 
nal Revenue Service has made marked 
progress toward working out a more 
acceptable method of defining the 
amounts that banks may set aside as 
Joss reserves before taxes. 

E. C. Heft, chief of the Service’s 
Corporate Tax Ruling Division, de- 
scribed the proposed formula in an 
address before the National Associa- 
tion of Supervisors of State Banks, 
meeting in Philadelphia. 

The plan now under consideration 
would permit beginning with 1953 an 
annual deduction for an addition to 
the reserve of a fixed percentage of 
the bank’s average eligible loans for 
the taxable year. 

For this purpose the average eligi- 
ble loans would represent an average 
of the outstanding loans at the end 
of each quarterly period. 

In the event that this rule were 
adopted, it is likely that a ceiling 
would be imposed on the bad debt 


By JOHN DONOGHUE 


Washington Correspondent 


struction Finance Corporation. 

The Board, under the chairmanship 
of SBA Administrator William D. 
Mitchell, has issued its formula of 
credit terms for direct Government 
loans out of the $55 million appropria- 
tion set up by Congress. Upon study- 
ing the Board’s severe criteria of 
loan eligibility, a commercial banker 
may well judge his own lending policy 
more liberal than the Government’s. 

To obtain a direct SBA loan, an 
applicant must first show that his 
business “will assist, expedite, in- 
crease or maintain the production 
necessary to meet military, defense, 
or essential civilian requirements.” 
This rules out any enterprises engaged 
in speculation of any type, eleemosy- 
nary work, recreation or amusement, 
publishing or broadcasting, alcoholic 
beverages, gambling, consumer lend- 
ing, or anything inconsistent with 
“the accepted standards of the Ameri- 
can System of free enterprise.” 


Having qualified on these scores, 
the prospective borrower must then 
agree to pay a 6 per cent interest rate. 
He must show that he cannot obtain 
his loan at an equivalent or more 
favorable rate from his own banker or 
from his banker’s competitor. If the 
loan is larger than his banker is per- 
mitted or accustomed to make, he has 
to produce proof of refusal by his 
banker’s big. city correspondent. 

If the applicant concern crosses ail 
these hurdles, it has another hard 
leap ahead. Suppose “X” Corp., manu- 
facturing brass street car gongs, is 
owned by five principal shareholders. 
Before “X” Corp. can get a direct 
SBA loan, it must make a showing on 
the public record that those five prin- 
cipal shareholders are personally so 
hard up that they cannot draw upon 
their personal credit, nor can they 
dispose of other assets, to raise the 
funds which they ask the Government 
to provide. 





reserve so that the reserve balance | 


could not exceed a fixed percentage 
of the bank’s eligible loans for the 
taxable year. 

This proposed stationary formula 
could be made available at the option 
of the bank. A bank could elect to 
compute its addition to their reserve 
by taking either this formula of four- 
fifths of one percent of the average 
eligible loans with a ceiling of four 
percent, or the moving average for- 
mula provided in Mimeo 6209. 

The Service believes that such a 
choice of alternatives would be desir- 
able, Mr. Heft said, because an indi- 
vidual bank could with considerable 
merit object to the allowance under 
stationary formula on the theory that 
as applied to that institution such an 
allowance is not reasonable. 

On the other hand the stationary 
formula would be appealing to most 
banks as simple and easy to apply. 


e ° Sd 


Small Business Loan 
Formula Issued 


The Loan Policy Board of the newly- 
formed Small Business Administra- 
tion has quite effectively replied to 
the taunt that the new regime in 
Washington has merely changed the 
nameplate over the door of the Recon- 
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Manufacturers 





Complete Correspondent 
Service in Michigan 


With banking offices strategically . 
located in Detroit, Highland Park, 
Dearborn and Grosse Pointe Woods, 
Manufacturers National Bank offers 
prompt, careful handling of your cor- 
respondent needs in Michigan. 


OF DETROIT 
Detroit 31, Michigan 


National Bank 


Member Federal Deposit Insurance Corporation 
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If these appear to be harsh credit 
terms, it can only be surmised that 
they are intended to be so. The Loan 
Policy Board’s code of credit eligi- 
bility is no less exacting than any 
bank’s on the subject of prospect of 
repayment. The interest rate is rela- 
tively high. The extent to which a 
prospective borrower must humbly 
reveal his financial limitations has no 
precedent in Government lending, ex- 
cept in outright welfare programs. 
To keep the matter in perspective, 
it must be held in mind that the Loan 
Policy Board has only laid the first 
footing for the SBA’s three-legged 


structure of financial aid to small 
business. This is the most important, 
of course, for it is necessary to set up 
the limitations of activity by the 
“lender of last resort.” 

Next will come the SBA’s program 
for participation in bank loans. The 
Loan Policy Board favors the partici- 
pation idea very strongly, but followed 
the course of logic in first setting the 
terms of direct loans before proceed- 
ing to its participation program. 

At longer range, the SBA is ex- 
pected to work out the mechanics of 
its really close-to-heart design for 
small business credit assistance. This 
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What Florida’s Largest 





1. Give you fast, precise transit- 
collection service. 


2. Give you careful, accurate, complete 
credit and business information 

based on over half-a-century of 
banking service in Florida. 


3. Give you the unique benefit of 
local experience gained as Miami's 
oldest bank. 


4. Give you complete foreign financial 
service—plus ‘Latin American 
know-how’ from long and successful 
dealing with our next-door neighbors 
to the south. 


~ 


© Florida’s Largest Bank— 
Founded 1902 


@ Closest Metropolitan Point 
to Latin America 


e Complete Banking and 
Trust Services 


e Se Habla Espanol 
Member: Federal Reserve System 


Federal Deposit Insurance Corporation 
Bankers Association for Foreign Trade 











| the facts of the case. 





is the plan to organize and foster the 
“Development Credit Corporations” 
which are planned for establishment 
in States or political subdivisions. 
The designs for these later steps 
are yet to be revealed. Meanwhile, 
the Loan Policy Board, comprising 
Administrator Mitchell and Secre- 
taries Humphrey and Weeks, appear 
to have revealed their basic attitude. 
This is that private banking ought to 
take care of the whole need, and in 
this view they reflect exactly the opin- 
ion expressed before Congress by 
Everett D. Reese, the new president 
of the American Bankers Association. 


* e e 


Tax Outlook 


With Congress out of session, the 
Treasury’s staff of tax lawyers have 
had a period of unharassed time to 
devote themselves to executive actions 
and future plans regarding tax mat- 
ters of vital importance to financial 
institutions. 

For example, in the case of a bank 
suffering a loss from an embezzlement, 


| it is possible now to take the loss 


deduction in the year in which the 
loss was discovered, not the year in 
which it was made. It all depends on 
The Treasury 


| recognizes the hardship of forcing a 
| bank to dig out an 8-year-old tax 





return and amend it to charge off a 
defalcation which has been success- 
fully concealed until this year of 
higher income and excess profits taxes. 

“Tt should be understood, however,” 
says the Treasury in its Sept. 14, 
1953, revision of Rule 183, “that this 
exception does not provide taxpayers 
with an option to select the taxable 
year in which the deduction of the 
loss is to be allowed for tax purposes. 
The selection of the year in which to 
claim such a deduction should be made 
in accordance with actual facts and 
circumstances. .. .” 

Meanwhile, the Internal Revenue 
Service is wrestling with the question 
of the reporting of interest and divi- 
dends paid to depositors and share- 
owners of banks and savings and loan 
associations. The latter groups have 
been active in reminding the Internal 
Revenue staff that they were required 
to report annual dividend payments 
that amount to $100 or more, while 
banks were still operating at their 
$600 reporting level. 

On the eve of the American Bankers 
Association convention, the Treasury 
announced that henceforth the sayings 
and loan reporting level would be the 
same as that of the banks. Thus one 
of two facets of the problem was dis- 
posed of—the element of discrimina- 
tion between two competing industries. 
They are now on a basis of equality. 

Still to be settled is the question of 
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" SAVE OW LABOR COSTS! 


Modern Burroughs Microfilming cuts labor costs. The 
Bell & Howell Recorder—sold by Burroughs—is 
designed for high-speed automatic feeding and simpli- 
fied hand feeding . . . offers the latest cost-reducing 
features. Burroughs Microfilming reduces operating 
time far below the average of older type machines. 
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SAVE ON EQUIPMENT Coste! 


Modern Burroughs Microfilming is moderate in cost 
...is engineered for dependability and long life. When 
you purchase the equipment outright, its many time- 
saving, cost-cutting advantages soon repay the original 
investment in the equipment. Burroughs Microfilming 
will continue to save you money as long as you own it! 











If you are looking for a better, surer, less expensive way to do your microfilming 
—look at modern Burroughs Microfilming! It’s the microfilming method that gives 
you big 3-way savings! Burroughs Corporation, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 
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612 SERVICE CENTERS — 


There’s a Burroughs Service 
Center near you—staffed by 
highly skilled servicemen who 
have been specially trained to 
provide trouble-free operation 
and long life for your Bell & 
Howell equipment. 


25 PROCESSING STATIONS— 


Burroughs Processing Stations 
are strategically located through- 
out the country. Here expe- 
rienced technicians provide im- 
mediate processing of your 
microfilm — with maximum 
brilliance and clarity of image. 






































what the correct reporting level should 
be, for both types of institutions. The 
unofficial report is that the whole sit- 
uation will level out on a $300 report- 
ing basis. 

On the broader scale, the Treasury’s 
tax research staff was juggling about 
40 different tax-raising proposals in 
an effort to decide what would be best 
for recommendations to Congress. 
The aim is not necessarily to increase 
total revenue, or even to redistribute 
the burden of providing it. Rather, 
the motive is to eliminate some of the 
more glaring inequities and gaping 
loopholes which make the tax struc- 
ture in some ways ridiculous. 
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New Bank Charters Sought 


From his vantage point as Comp- 
troller of the Currency and Vice- 
Chairman of the Board of the Federal 
Deposit Insurance Corporation, Ray 
M. Gidney is in a position to know 
the facts when he says that “we now 
seem to be in a period in which there 
is, in some areas, considerable activity 
in the way of applications for new 
bank charters.” 

This is particularly apparent in 
States where branch banking is not 
permitted. The Comptroller says he 
‘recognizes that conditions in many 
areas do warrant the establishment of 


new banks. On the other hand, he 
feels a sense of duty “not to let com- 
petition run wild.” 

Population growth brings new de- 
mands for facilities of all kinds, in- 
cluding banking. With a population 
of 175 million forecast for 1960, Mr. 
Gidney notes that “the demand for 
new charters and additional branches 
has a very human origin.” 

“Each charter application brings 
well known problems for considera- 
tion,’ Mr. Gidney said. He is actively 
coordinating the standards of charter- 
ing national banks and insuring State 
banks with the standards applied by 
the State bank supervisors, particu- 
larly in instances where there is a 
scramble between a proposed national 
bank and a proposed State bank to 
see which one can get the coveted 
charter first. 


@ @ e 


Housing Policy Discussions 


Under the chairmanship of Hous- 
ing and Home Finance Administrator 
Albert M. Cole, President Eisenhower 
has appointed a group of 20 experts 


’ in the financing, planning and build- 


ing of homes to sit as an Advisory 
Committee on Government Housing 
Policies and Programs. 

Despite its unwieldy title, the group 
is designed for action. An executive 





committee has been selected from the 
group to keep the study program 
stirred up, and consists of Mr. Cole, 
George L. Bliss, president of the Rail- 
road Federal Savings and Loan Asso- 
ciation of New York City; Ernest J. 
Bohn, director of the Cleveland Metro- 
politan Housing Authority; Rodney 
Lockwood of Detroit, past president 
of the National Association of Home 
Builders; and Aksel Nielsen, presi- 
dent of the Title Guaranty Company 
of Denver. 

Among the other members of the 
Advisory Committee, comprising rep- 
resentatives of labor and veterans 
organizations as well as those directly 
engaged in producing housing, are 
four bankers. They. are: William A. 
Marcus, senior vice-president of the 
American Trust Company, San Fran- 
cisco; Robert M. Morgan, vice-presi- 
dent of the Boston Five Cents Savings 
Bank; John J. Scully, vice-president 
of the Chase National Bank of New 
York; and Ben H. Wooten, president 
of the First National Bank of Dallas. 

The Committee has a broad field to 
plow. Its presidential directive tells 
the members “to give thorough con- 
sideration to housing policies, opera- 
tions and organizations in the Federal 
Government and make recommenda- 
tions as to future policies and ac- 
tion.” Mr. Cole said the group will 
consider “all housing programs and 
operations in Federal Government.” 
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Anglo Bank is only seconds away, by wire or phone, 


whenever you need correspondent service in Northern 


and Central California. We hope you'll call on us 
any time we can be helpful. In over three quarters of 
a century of domestic and foreign banking, Anglo has 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Merced - Modesto - Oakland - Oildale - 


Head Office: | Sansome Street * San Francisco 20 
The Bank Wire: SANB- Cable Address: ANGLOCAL 


Palo Alto - Red Bluff » Redding - Sacramento - 


served banks located in all parts of the world, as well 
as many of the country’s leading business enterprises. 
Today, with assets of more than $750,000,000, and 
capital funds exceeding $43,000,000, Anglo has 34 
offices in 19 key California cities, linked with the 
Head Office by private wire. Direct facilities for cable 
and radio communication. 24-hour transit service. 









San Francisco + San Jose - Taft + West Sacramento 
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**Point Four’? and Banking 


Banks will have more and greater 
opportunities to participate directly in 
foreign trade financing, if Secretary 
of the Treasury George M. Humphrey 
has his way. More opportunity, that 
is, than is afforded by simply paying 
taxes and providing money for the 
Government to lend abroad. 

Mr. Humphrey has notified the Sen- 
ate Banking Committee and the com- 
mittee’s Advisory Group of bankers 
and businessmen, that the Eisenhower 
Administration is all in favor of in- 
creasing the exportation of United 
States private capital—with under- 
scoring beneath the word “private.” 

The Committee has been preparing 
an exhaustive study of methods to 
stimulate investments abroad, and 
during October will begin a 7-weeks 
tour of Latin America in order to 
view conditions at first hand. 
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CAPITAL NOTES 











Simultaneous with the A.B.A. con- 
vention, the Riggs National Bank in 
Washington, D.C., displayed a device 
by which a customer can look at his 
ledger sheet or cancelled checks by 
television. The innovation was made 
necessary by the need to move the 
bookkeeping department to a different 
building owing to overcrowding of the 
main office. 


e 


There are some good buys for banks 
in the Reconstruction Finance Corpo- 
ration’s auction of $9,283,784 of rev- 
enue bonds. These are all seasoned, 
and should be acceptable in the sight 
of supervisory authorities. Details 
are obtainable by writing to the atten- 
tion of R. A. Bergstrom, 811 Vermont 
Avenue, N.W., Washington 25, D.C. 
The bids will be opened Nov. 17. 


* 


Secretary of Agriculture Ezra Taft 
Benson stole a headline from his own 
public relations unit by announcing at 
he A.B.A. Agriculture Commission 
breakfast, September 22, a new depar- 
ture in crop loans which will return 
to the banks a 3 per cent rate. The 
rate will apply to loans which banks 
take off the hands of the Commodity 
Credit Corporation, for servicing as 
well as investment. Mr. Benson said 
that the plan would reduce the amount 
of Treasury funds tied up in crop 
loans, while not affecting the rate of 
interest paid by the producers. Pre- 
viously, the top rate was 21% per cent. 
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"Talk 


about 


speed! 


With the new Todd 

Automatic Feed I can 
imprint checks 4 times 
as fast." 


Just imagine this. The improved Todd Imprinter with auto- 





matic feed attachment makes the whole process of imprinting 
checks four times as fast. Not only that but speed is automatic. 
It doesn’t depend on the operator’s skill or experience. She just 
flips a switch at the start and the machine turns out imprinted 
checks at the rate of five per second. Meanwhile, the operator 
is free to do other work until it’s time to lock another type- 


holder into the machine. 





‘Remember— Automatic feed means automatic speed. 


Mail the coupon now for complete details. 


THE TODD COMPANY, Inc., Dept. BCH, 
Rochester 3, New York 


Please send me complete information about the new 
Todd Automatic Feed attachment for your imprinter. 


Name of Bank 














Address. 

City. _Zone__—State ROCHESTER NEW YORK 
SALES OFFICES iN PRINCIPAL CITIES 

By_ 

3cn-10-53 DISTRIBUTORS THROUGHOUT THE WORLD 
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Probably you’ve heard this comment, 
§ when somebody completed a tough assign- 
ment. We happened to overhear this 
remark by one of the “graduates” of our 
recent Concentrated Course in Banking 
which was held in our new classroom on 
the eighth floor of our bank building. With- 
out doubt, it expressed pretty accurately 
the sentiment of many others who attended 
the course. 
The point is, we didn’t expect this 
course to be fun. We planned it as a fact- 
packed ‘refresher’? in modern banking 
_practices—a four-and-a-half-day period of 
morning, afternoon and evening sessions 

conducted by officials of various Mellon 
> ; Bank departments. 

When we first announced our plans for 

this course—and discussed them with 
some of our Correspondent Bank friends 
—we expected that we might get twenty- 
_ five or thirty people to attend, enough to 
conduct one course. Instead, eighty men 
signed up, representing eighty different 
banks in the Western Pennsylvania-Ohio- 
West Virginia area. We operated two 
‘courses instead of one. And already, we’ve 
received enough additional applications to 
indicate that we may have to stage a 
‘“repeat performance” next spring. 


% 





























Frankly, the whole idea was an experi- 
ment. As far as we know, this was the 
first course of its kind to be offered by 
-any bank in the country. It was necessary 
to develop our own case-study techniques 
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Pa “don't think 
a it hasn’t been fun} 
... because it hasnt!” of 


—covering such subjects as credit, in- 
stallment credit, bank operations, bank 
investments, money markets, real estate 
loans, insurance protection, audit con- 
trols, public relations, advertising and 
personnel. The results and the interest 
shown were not only gratifying to us, but 
stimulating as well. 

What is Mellon Bank’s stake in all this? 
Only that it is further evidence of our 
belief that whatever helps banking helps 
Mellon—and that Correspondent Bank 
relationships can, and should go far be- 
yond the rendering of merely routine 


services. 
* + + 


P.S. We were pleased to learn just before 
this advertisement. went to press that one 
of our ‘‘graduates’’ applied the audit sec- 
tion of this course almost immediately. 
Using audit procedures discussed at our 
school, this banker was able to deal effec- 
tively with a shortage that was discovered 
in one of his bookkeeper’s accounts amount- 
ing to almost $700. 


MELLON 


NATIONAL BANK 


AND TRUST COMPANY 


PITTSBURGH 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


CAPITAL $60,100,000 SURPLUS $150,000,000 
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THE PERSONALITY SPOTLIGHT 








There have been a number of in- 
stances recently where top bank ex- 
ecutives have found the compulsory 
retirement age of 65 too early to leave 
the financial field. 

A noteworthy example is R. R. Gil- 
bert, 65-year-old retiring president of 
the Federal Reserve Bank of Dallas, a 
veteran of 48 years in banking, who 
joined the National City Bank of Dal- 
lass on October 1 as chairman of the 
board. He fills the vacancy created 
by the death of Dan D. Rogers last 
year. 

Commented President DeWitt T. 
Ray on the new appointment: “Mr. 
Gilbert is far too young in years and 
spirit and too valuable in experience to 
leave the banking field.” He added that 
Mr. Gilbert’s post with the National 
City will be an active one. : 

Mr. Gilbert joined the Federal Re- 
serve Bank of Dallas at the time of its 
formation in 1914. He has been presi- 
dent for the past 14 years, and for the 
past two years has been serving as 
vice-chairman of the Conference of 
Presidents of the Federal Reserve 
Banks. In announcing Mr. Gilbert's 

















R. R. GILBERT 


Retirement not for him 


retirement from the Dallas “Fed.” 
Board Chairman J. R. Parten said “I 
can think of no other man who could 
more appropriately be called ‘Mr. Fed- 
eral Reserve.’ ” 


- 


Election of Rufus W. Hanson as a 
senior vice-president at the First Na- 
tional Bank of Minneapolis has been 
announced. 

Mr. Hanson has been a member of 
the bank’s staff since 1928, except for 
a period of 1936-42 when he was a 
Vice-president of First Bankcredit Cor- 
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poration in St. Paul. He returned to 
First National in 1942 as an officer, 
and since 1947 has served as a vice- 
president in the commercial banking 
department. 


a 


P. J. Hengen, formerly vice-president 
of the Union National Bank of 
Youngstown (Ohio), has been elected 
first vice-president and K. B. Monti- 
zambert, formerly comptroller, has 
been advanced to vice-president and 
cashier to fill the vacancy created by 
the death of Arthur Lloyd. 

Mr. Hengen has been with Union 
National since it was organized in 1932, 
and previously was with the predeces- 
sor Commercial National Bank. Mr. 
Montizambert joined the bank as assist- 
ant auditor in 1943, after banking ex- 
perience in Toronto, Canada, and with 
Irving Trust Company and Chemical 
Bank and Trust Company of New 
York. 


. 


Marcos de Souza Dantas, previously 
head of the Department of Currency of 
the Bank of Brazil, has been appointed 
president of the bank by President 
Getulio Vargas. 

Following closely on the heels of 
the President’s appointment of Oswal- 
do Aranha as Minister of Finance, Mr. 
Dantas’ appointment has been received 
with widespread satisfaction in both 
domestic and international banking 
circles because it puts at the head of 
srazilian financial affairs two of the 
nation’s ablest and most experienced 
men in that field. 

Mr. Dantas has spent most of his life 
serving Brazil in various financial and 
economic capacities. He has been sec- 
retary of the treasury for the State of 
Sao Paulo, past president of the Na- 
tional Coffee Institute. served in a 
number of executive capacities in the 
Bank of Brazil, and participated in 
various international economic and 
monetary conferences as a member of 
Brazilian economic missions. 

His association with Mr. Aranha 
goes back over a period of many years. 
The relationship between the two men 
has been characterized by close co- 
operation and understanding. 

Already Mr. Dantas has given evi- 
dence that he will deal with Brazil’s 
economic and financial problems with 
a firm and experienced hand. He has 
announced that everything possible 
will be done to see that Brazil’s entire 
backlog of commercial debts will be 





MARCOS de S. DANTAS 


President, Bank of Brazil 


liquidated in the course of this year, 
and although calling attention to the 
steadiness of the cruzeiro which has 
strengthened greatly in recent weeks, 
he emphasized that one of Brazil’s 
major problems is to “put the brakes 
on inflation.” 


. 


Willis R. Bryant has been advanced 
to vice-president at the head office of 
American Trust 
Company in San 
Francisco. Mr. Bry- 
ant joined the bank 
in 1928 and _ has 
been an executive 
of the real estate 
loan department at 
the head office for 
the past 20 years. 
He is a past presi- 
dent of the Mort- 
gage Bankers As- 
sociation of Northern California and 
well known in activities of the Savings 
and Mortgage Division of the Ameri- 
can Bankers Association. 








W. R. BRYANT 


. 


Clement B. Chinn, 62, vice-chairman 
of the board, The First National Bank 
of Miami (Florida), died recently from 
a cerebral thrombosis. A resident of 
Miami for the past 40 years, he was 
active in the early development of 
South Florida, and was one of the 
community’s most prominent business 
and civic leaders. 

o 


The announcement was carried last 
month of the appointment of Ernest 
W. Potter as president of the Citizens 
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Commercial and Savings Bank, Flint, 
Michigan, and the elevation of J. E. 
Burroughs to board chairman. Some 
additional biographical information on 
these two bank leaders disclosed that 
they both become associated with the 
bank in the same year, 1910, Mr. Bur- 
roughs as a member of the board and 
Mr. Potter as.a messenger. 

Mr. Burroughs, who is also a vice- 
president of the Flint Mortgage Com- 
pany and the Guarantee Title and 
Mortgage Company, has been presi- 
dent since 1937. Mr. Potter served as 
executive vice-president since 1938. 
7 


F. O. Walters has been appointed 
assistant governor (administration) of 
the Commonwealth Bank of Australia. 
He was formerly chief superintendent 
of the Commonwealth Savings Bank of 
Australia. His successor in the latter 
post is H. G. T. Searle, who has been 
assistant chief superintendent. 

4 


New promotions at The Community 
Savings Bank of Rochester (New 
York) are as follows: 

John E. Schubert, to first vice-presi- 
dent in charge of branch operations, 
payroll savings and new business; Paul 
E. Emerson, named vice-president and 
mortgage officer; Albert B. Hooke, 
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C. H. KLEINSTUCK 


Executives elevated at First National, Kalamazoo 


advanced to assistant vice-president; 
Paul McCarthy, assistant secretary and 
manager of the Exchange Street Of- 
fice; Fenton Robinson, manager of the 
Waring Road Office. 


e 


New offices have been created and 
three major executives elevated by the 
First National Bank and Trust Com- 
pany, Kalamazoo, Michigan. 

C. Hubbard Kleinstuck, hitherto 
president, has become executive chair- 
man, a new office. Merrill W. Taylor 
is now vice-chairman and trust officer, 
while Mark B. Putney has moved up 
to the presidency. 




















. COMPLETED AS PRODUCERS 4200 
DURING YEAR Est. 
ES] PRODUCING AT END OF YEAR 
American banks are invited to consult with us on 
behalf of their own customers who may be interested 
in the oil, gas or petro-chemical industries of Western 
Canada. Your inquiry may be directed either to our 
Petroleum and Natural Gas Division at Calgary, 
Alberta, or to any of the offices listed below: 
of Commerce Head Office—Toronto 
New York « San Francisco « Los Angeles 
Seattle « Portland, Ore. 
Over 600 Canadian Branches 
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As chairman, Mr. Kleinstuck will 
continue as the chief executive officer 
responsible for all operations. 

Mr. Taylor will continue in active 
charge of the trust department, but as 
vice-chairman he will have additional 
duties in overall operations and estab- 
lishment of policies. 

As president, Mr. Putney will have 
charge of all banking operations and 
supervision of several branches. 


The Pacific National Bank of Long 
Beach (California) has been purchased 
by the well- 
known Walter 
E. Cosgriff and 
his associates, 
and Mr. Cosgriff 
is now chairman 
of the board. 

New president 
of the bank is 
Les Allen, prom- 
inent Southern 
California bank- 

W. E. COSGRIFF er who is also 

president of the 
Valley National Bank of Alhambra and 
the Escrow & Loan Service Co., In- 
corporated. William C. Kulow has 
joined the bank as executive vice- 
president. 


According to a recent story in The 
New York Times, there has been some 
talk again about Will A. Theuer retir- 
ing as vice-president of the National 
State Bank, Newark, New Jersey, but 
the newspaper item voiced a suspicion 
that the talk would come to nothing, 
as usual. For Mr. Theuer, now in his 
83rd year with 64 years of banking 
service behind him, has fancied “taking 
it easy” for the past quarter century, 
and has even experimented with re- 
tirement in Florida during the past 
two winters. Both times. on returning 
to his home, he promptly resumed his 
routine as a bus commuter to the bank’s 
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BANR VAULT DOOR 





It’s not just the modern, massive beauty of this new 
Mosler bank vault door that makes you take a quick 
breath. 


forward-looking concept of modern banking and the 
modern banking office. 





You sense that here is a new starting point for the 


modernization and expansion plans of your bank—any 


It’s the fact that you recognize it as a reflection, in glisten- 
ing steel, of your own vision. ..of your own bold, bank. The symbol of the bank of tomorrow. 


* Mosler Safe ©” 
; Since 1848 























MOSLER BEAUTY IS FUNCTIONAL BEAUTY in this new Mosler Cen- 
e tury-10 Bank Vault Door. Its magnificent, modern design was the 
‘a combined work of famed industrial designer Henry Dreyfuss and 
il Mosler engineers. No detail was overloo!.ed to make its ease and 
it security of operation as outstanding as its appearance. Incorporated 
n are all the virtually impregnable protective features that have made 
y. Mosler the overwhelming choice of leading banks throughout the world. 
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K's World’s largest builders of safes and bank vaults... Mosler built the U.S. Gold Storage Vaults at Ft. Knox and the famous vaults that withstood the Atomic Bomb at Hiroshima 
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main office where he is in charge of 
collateral security loans. He has been 
a vice-president of National Bank since 
1939, and before that was cashier. He 
began his career as an $8 a week 
“temporary clerk,” and recalls that one 
of his most irksome tasks in those 
early days was to make hand-pressed 
letter copies, placing the handwritten 
sheet face downward on moistened 
tissue in a hand press and applying 
pressure for several minutes. He warm- 
lv welcomed the typewriter’s invasion 
of banking routine, as well as the add- 
ihe machine and other mechanized aids. 


As the first woman to be named to 
its staff officer group, The Citizens and 
Bank, 


Southern National 
Georgia, has elected 
Mrs. John S. Knox 
an assistant vice- 
president. Formerly 
a partner in a local 
public relations 
firm, she will be di- 
rector of commu- 
nity activities and 
women’s banking, a 
newly-created staff 
division of the bank. As such she will 
act in an advisory capacity to the 20 
Citizens and Southern Banks in 12 
Georgia communities. 


Atlanta, 


MRS. J. S. KNOX 








Other new officers are Ernest Law- 
son and Donald Roe, both advanced to 
assistant cashiers. 


. a 


“The staff of the Riverside Office 
would give up almost anything else 
before they’d part with their beloved 
‘Putt’—Merle Putnam,” said “The Mar- 
iners’ Log,” staff magazine of The 
Marine Trust Company of Western 
New York, Buffalo, in a feature story 
on this talented office custodian which 
bore the title, “A Handy Fellow to 
Have Around.” 

Evidences of his 
visible everywhere in the Riverside 
Office. For instance, when a girl who 
is confined to a wheel chair joined the 
staff, Mr. Putnam devised a plywood 
shelf to fit over the arms of her chair 
so she could conveniently sort checks 
and even use the typewriter in that 
comfortable position. 

One of the Riverside tellers recently 
complained about the front of his 
trousers wearing out quickly due to 
constant contact with the counter. A 
day or so later, Merle had concocted 
a transparent plastic shield to be at- 
tached to the teller’s belt. 

Among the many other useful items 
which this talented Mariner has made 
are plywood boxes to replace the usual 
cardboard ones used in storing import- 


handiwork are 
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Australia is Growing 


New investment by both Australian and oversea industry is evidence of confidence in 


the country’s future. 


Australia’s population of 814% million is increasing at the rate of 200,000 yearly— 
natural increase and carefully planned immigration. Progressive business is constantly 
discovering new opportunities for capital investment. 

A.N.Z. Bank knows Australia and New Zealand, and the Bank’s broad experience covers 
virtually every type of project. For factual information address us direct or through 


your banker. 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 


in which 


BANK OF AUSTRALASIA 
Established 1835 





are merged 


UNION BANK OF AUSTRALIA LTD. 
Established 1837 


General Manager's Office: 394 COLLINS ST., MELBOURNE, AUSTRALIA. 
Principal Office in New Zealand: LAMBTON QUAY, WELLINGTON, NEW ZEALAND. 
London Office: 71 CORNHILL, E.C.3. 


Over 700 Branches and Agencies throughout Australia and New Zealand, in Fiji, and in London. 
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MERLE PUTNAM and his handiwork 


A talented office custodian 


ant records; compartments for sorting 
checks; a stool to make filing in lower 
drawers less tiresome; a floor lamp to 
brighten a dark corner in which the 
proof machine is located; a medicine 
cabinet for first aid supplies; and a 
coffee table, tea wagon, trays, etc., for 
the office recreation room. Some of the 
many useful and attractive articles he 
has made are pictured above. 

“Small wonder,” says the staff maga- 
zine, “that this talented man who uses 
his ability to make life easier and more 
pleasant for those around him, is so 
much admired and appreciated by his 
co-workers.” 


aa 


Barth Ottoboni, previously assistant 
vice-president, has 
been elected trust 
officer of Crocker 
First National Bank 
of San Francisco. 
He joined the staff 
as a messenger in 
1922. Alfred E. 
Schmitt, of the 
bank’s Oakland of- 
fice, has been named 
to the post of assistant auditor. 


B. OTTOBONI 


° 


Hobart W. Faulkner, prominent 
Southwest banker, has joined the new 
Occidental Savings & Commercial 
Bank, Valley Plaza, North Hollywood, 
California, as vice-president, cashier 
and secretary, as well as director. In 
banking for more than 25 years, Mr. 
Faulkner has been cashier and mem- 
ber of the executive committee of 
Valley National Bank, Phoenix, Ari- 
zona. 


* 
Trust Company of Georgia in At- 


lanta has appointed Harold W. Sterns 
as representative of the bank’s factor- 


Burroughs Clearing House 
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“Banker’s Hours” 





The phrase “banker’s hours”, as used by the average layman, is enough to bring 
a quiet smile to any bank official’s lips. If your responsibilities include customer 
relations, chances are you never really stop thinking about additional opportunities 
for improving service. The quality of the checks you supply your customers is well 
worth special scrutiny since they are your bank’s “good will ambassadors” in 
the customer’s home or at his place of business. Thousands of bankers have 
found that the safety and fine appearance of checks lithographed on La Monte 
Safety Papers earn approval from the most discriminating customer. Why not 
ask your lithographer for samples . . . or write us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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ing division, with an office at 15 Broad 
Street in New York City. An expand- 
ing volume of factoring business, 
according to Vice-President J. C. 
Osborne, has made it desirable to main- 
tain a New York representative with 
ready access to reliable sources of 
credit information and for immediate 
contacts with clients and selling agents. 
Mr. Sterns has had many years of 
experience in textile credits. 


5 


George Schraffenberger, Jr., assist- 
ant vice-president at Central Trust 
Company, has been 
given honorary 
membership in the 
Cincinnati Chapter, 
American Institute 
of Banking. He has 
held virtually every 
office in the local 
chapter, and _ has 
been an instructor 
of Institute classes 
for the past 40 years. One of his fond 
recollections is the fact that he won 
the A.I.B. adding machine contests 
in 1907, 1908 and 1909, and he still has 


the awards he received as a result. 














G. SCHRAFFEN- 
BERGER, Jr. 


Sd 


_ At Pullman Trust & Savings Bank, 
Chicago, Joseph M. Long has been 


promoted to vice-president and trust 
officer. He has been with the bank 
since 1927 and heads the trust depart- 


ment. John Thode has been elected 
assistant comptroller, Russ Morache 
and Ray Lipke are now assistant 
cashiers. 

* 


At the Florida National Bank of 
Lakeland, Eugene H. Lallance has 
been promoted from cashier to vice- 
president, Richard E. Ehlis from as- 
sistant cashier to cashier, Mrs. Aileen 
Harrison from assistant cashier to as- 
sistant vice-president, and Mrs. Joyce 
F. Yancey to assistant cashier. 


- 


5 


Manufacturers Trust Company in 
New York City now has a total of 16 
women officers, with the appointment 
of Miss Helen Walsh as an assistant 
secretary and Miss Virginia L. Kraus 
as an assistant branch manager. 

Ronald L. Hellen, officer in charge 
of the Brooklyn Trust Office, has been 
promoted to vice-president. 

Five former officers of Peoples In- 
dustrial Bank, purchased by Manufac- 
turers Trust, have been given officer 
status in their new capacities. Fred G. 
Wolff, former president of the absorbed 
bank, has been appointed a vice-presi- 
dent; L. A. Huff, former executive vice- 























R. L. HELLEN 











H. WALSH 


Vv. L. KRAUS 


Manufacturers Trust appointees 


president, has been named an assistant 
vice-president; Sidney J. Rabinowitz, 
Edward J. Herma and Arthur W. 
Erickson are now assistant secretaries. 
The former office of Peoples Industrial 
now becomes the 110th banking office 
of Manufacturers Trust. 


* 


Philip P. Brooks, Jr., has been elected 


assistant vice-president and trust in- 





AT THE HEART OF THE DELAWARE VALLEY INDUSTRIAL DEVELOPMENT 
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vestment officer of The Ohio Citizens 
Trust Company, Toledo. He comes 
from the Royal-Liverpool Insurance 
Group, New York City, where he was 
investment analyst. 


e 


Recently spotlighted in a newspaper 
feature story, in the Houston (Texas) 
Chronicle, was W. Neal Greer, presi- 
dent of the Citizens State Bank in 
Houston since 1941. Mr. Greer is 
currently president of the Texas Bank- 
ers Association. 

* 


At the Peoples National Bank of 
Washington, Seattle, Vice-President 
Harry S. Goodfel- 
low has. suceeded 
Vice-President E. 
L. Blaine, Jr., as 
manager of the First 
Avenue Branch. Mr. 
Blaine has assumed 
new duties at the 
main office. 

Mr. Goodfellow 
was named _ vice- 
president last year. 
His father, Alex S. 
Goodfellow, was also a vice-president 
at Peoples National until his death in 
1936. 


H. GOODFELLOW 


* 


David M. Proudfoot has been ele- 
vated to assistant vice-president at 
Irving Trust Company, New York 
City, while William S. Anderson, Mar- 
cel A. Silz and Cornelius J. Vaughey 
are now assistant secretaries. 

a 


Formerly an official of the Recon- 
struction Finance Corporation, Robert 
M. Anderson has joined the correspon- 
dent bank department of the First 
National Bank of St. Louis (Missouri), 
and will represent the bank in Okla- 
homa, New Mexico, Arizona and 
Texas. He has been assistant director 
of the R.F.C. Office of Small Business 
since 1949, 

Meanwhile, Vice-President Frank 
Fuchs, in the correspondent bank de- 
partment, has been given additional 
territory. In addition to covering 
Kansas, Iowa, Utah, Minnesota, Colo- 


In the St. Louis news 
W. C. TOMPKINS 


R. ANDERSON 
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It depends on the importance of the sales 
letter. Perhaps a 25% rag content bond 
would give a sales letter for a particularly 
inexpensive item more than sufficient 
prestige. 

On the other hand, sales letters with a 
big selling job might require at least a 
50% rag content bond made by Neenah 
to give it the necessary prestige. 

So when you have your sales letter- 
heads printed, remember, while it’s never 
wise to “pay too much for your whistle,” 
it’s equally unwise to “send a boy to do 
a man’s job.” 

To help guide you to the correct choice 
of quality paper for sales letters, Neenah 
offers you, without charge, The Psychol- 
ogy of Business Impression, which has 
been read and enthusiastically endorsed 
by thousands of prominent businessmen. 





quality 


paper? 
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Check the material 
you want, sign your name, 
and attach to your business letterhead. 





NEENAH PAPER COMPANY 
Neenah, Wisconsin 
SS SS A SS SS SY SS GD OD GN SD OD OD 


a 
a [| The Psychology of Business Impression, 
3 Letterhead Test Kit and Opinion Cards. 


[] 3 Keys to Selection and Use of Neenah 
Thin Papers, a portfolio of samples with 
ideas for effective use of thin papers. 


3 

: 

t TINK ROQNESS PREERS 
i SIGNATURE 





Matching envelopes in all grades of Neenah rag content bonds. 
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rado, Nebraska, Wisconsin and Idaho, 
under the new set-up he will also rep- 
resent the bank in the principal cities 
of California, Washington and Oregon. 

William C. Tompkins, 76, retired 
comptroller of the First National, died 
recently following a cerebral hemor- 
rhage. He was active for many years in 
the work of the American Bankers 
Association and the Missouri Bankers 
Association. 

- 


L. H. Guinger, assistant vice-presi- 
dent of the Bank 
Building and Equip_ 
ment Corporation 
of America, St. 
Louis, Missouri, has 
been named mana- 
ger of operations 
and will serve as 
coordinator of the 
firm’s widespread 
activities both in 
this country and in Mexico and South 
America. 











L. H. GUINGER 


4 


Ronald A. MacDonald, comptroller 
of the National Bank of Washington, 
Tacoma, has been elected president of 
the Seattle Control of the Controllers 
‘Institute of America. R. P. Steen, vice- 
president and controller, Seattle Trust 
& Savings Bank, is now a director. 


At the annual meeting of the Insti- 
tute’s Phoenix Control, John E. Grif- 
fith, vice-president and assistant trea- 
surer, Phoenix Title & Trust Com- 
pany, was elected president, and Merle 
L. Hartley, vice-president and treas- 
urer of that institution, was chosen 
a director. James Dismuke, vice-presi- 
dent and controller, Valley National 
Bank, was elected vice-president. 


In Houston, Albert E. Cleere, vice- 
president and comptroller, First Na- 
tional Bank of Houston, was elected 
vice-president of the local controllers’ 
group. W. C. Menasco, vice-president, 
City National Bank of Houston, and 
Herbert M. Rowe, vice-president and 
controller, Second National Bank of 
Houston, were named to serve on the 
board. 


Charles H. Little, comptroller, Amer- 
ican National Bank, is the new vice- 
president of the Indianapolis Control. 

Frederick W. Manke, comptroller, 
First National Bank, St. Paul, has been 
chosen a vice-president of the Twin 
Cities Control of the Institute, and 
Richard L. Federman, vice-president, 
controller and secretary, Northwest 
Bancorporation, Minneapolis, has been 
made a director. 

The organization’s local branch in 
New York has named Allin B. Crouch, 
controller, Irving Trust Company, to 


R. A. MacDONALD J. E. GRIFFITH 


Presidents of local Controls 


be its secretary. Rudolph Ostengaard, 
assistant vice-president, California 
Bank, was similarly honored by the 
members of the Los Angeles Control. 

Other local chapters of the Institute 
to report the election of bank comp- 
trollers to be officers for the coming 
year are: Milwaukee, where Robert A. 
Duffy, comptroller, Marine National 
Exchange Bank of Milwaukee, was 
chosen treasurer, and Alphonse J. 
Mayer, controller, Marshall & Ilsley 
Bank, was elected a director; Newark, 
N. J., where Victor Glasser, Jr., assist- 
ant cashier, National State Bank, was 
elected treasurer; Syracuse, where 
Mark Z. Hanlon, secretary and comp- 
troller, First Trust & Deposit Co., is 
now the secretary-treasurer; Louis- 
ville, where Hugh E. Powers, vice- 
president, Lincoln Bank & Trust Co., 
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was chosen treasurer, and Elmore C. 
Lampe, auditor, Citizens Fidelity Bank 
& Trust Co., was named to the board; 
and Pittsburgh, whose members chose 
David P. Zahniser, controller, Union 
National Bank of Pittsburgh, as trea- 
surer, 

The following have been elected di- 
rectors of Institute Controls in their 
respective areas: Frederick A. Curtis, 
controller, Continental Illinois Nation- 
al Bank & Trust Company of Chicago; 
George M. Doyle, cashier, Crocker 
First National Bank, San Francisco; 
August G. Haselbauer, vice-president 
and controller, The Marine Trust Com- 
pany of Western New York, Buffalo; 
Samuel L. Hyman, comptroller, Trades- 
mens National Bank & Trust Com- 
pany, Philadelphia; Frank B. Morgan, 
comptroller, American Security & 
Trust Company, and Frank A. Gibbons, 
Jr., controller, Riggs National Bank, 
Washington, D. C.; Joseph C. Polzner, 
comptroller, The Cleveland Trust Com- 
pany, Cleveland ; and H. L. Scott, First 
National Bank, Memphis. 


+ 


At the American National Bank and 
Trust Company of 
Chicago, William 
B. Cudahy has been 
appointed a_ vice- 
president and placed 
in charge of secur- 
ity analysis and re- 
search in the trust 
department. Luther 
C. Dilatush and 
Harold N. Snapp 
have been elevated 
to assistant vice- 
presidents, and Edwin C. King to 
assistant trust officer. 








y 


W. B. CUDAHY 


+ 


Formerly executive vice-president of 
the American Bank of Carlsbad (New 
Mexico), James M. Robertson has 
joined the National Bank of Com- 
merce, Houston, Texas. 


* 
Two officers at Bankers Trust Com- 

pany, New York, have been promoted 

to new posts of responsibility. 
Vice-President William H. Moore, 


Receive new posts 


W. H. MOORE F. J. LEARY, Jr. 
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Among recent promotions announced by the Hartford-Connecticut Trust Company 


who has been in charge of the bank’s 
Far Western business, is now head of 
the Metropolitan Division. Fred J. 
Leary, Jr., has been advanced to vice- 
president and named to succeed Mr. 
Moore in the Western territory. 


7 


Graham R. Treadway has rejoined 
the Hartford-Connecticut Trust Com- 
pany after an absence of nine years, 
and has been elected a vice-president 
in charge of public relations and busi- 
ness development. Following war serv- 
ice he has been with the sport firm 
of Horton-Bristol Mfg. Co., serving 
as president from 1950 until the com- 
pany was sold in 1952. 

Another new vice-president is John 
Taylor, who has also been appointed 
manager of the West Hartford branch. 


He has been an assistant vice-president 
since 1949, 

H. Blake Kent has been promoted 
to trust officer, while the following 
have been advanced to assistant vice- 
presidents: Norman G., Fricke, Morton 
D. Alling, Jr., Allen J. Guiot and H. 
Alfred Harris, Jr. 

Clinton O. Jackson and Richard G. 
Kinscherf have moved up to assistant 
secretaries, Clarence C. Disco and John 
J. Moore to assistant treasurers. 


° 


Concurrent with his retirement as 
vice-president of the Union Bank & 
Trust Co. of Los Angeles and his elec- 
tion as vice-president and director of 
the Del Amo Estate Company, Los 
Angeles, Don R. Cameron was elected 
a director of Union Bank & Trust. At 
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and 
vice 


the same time, John W. Luhring 
Samuel B. Burham were elected 
presidents, and Fay H. Kerns was 
named assistant vice-president and 
trust officer. Mr. Cameron retired upon 
his 33rd anniversary. 


e 


Named assistant cashiers by the 
Mellon National Bank and_ Trust 
Company, Pittsburgh, are Spencer R. 
Hackett, Roy A. Hunt, Jr., Charles H. 
Knake, Jr., and George A. Shaw. 


+ 


The office of comptroller has been 
established at the First National Bank 
in Dallas (Texas), 
and William Dewey 
Presley named to 
the position with 
the title of assistant 
vice-president and 
comptroller. Before 
joining the bank 
last year he was for 
10 years a special 
agent for the Fed- 
eral Bureau of Investigation. 











W. D. PRESLEY 


+ 


Formerly associated with a local law 
firm, Ethan A. H. Shepley, Jr., has 
joined The Boatmen’s National Bank 
of St. Louis (Missouri) as an assistant 
vice-president, in the trust department. 


a 


Two important changes have been 
announced by The Bank of California, 
N.A. Alfred J. Mayman, vice-president 
at the head office in San Francisco, 
has become vice-president and cashier. 
Rogers W. Kimberling, previously 
vice-president and cashier, has taken 


Changes on West Coast 


A. J. MAYMAN 


R. W. KIMBERLING 
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Crred it LPoblem 


Call Your man at the [RVINIG— 


Credit questions can be sticky—especially 
when you could use more complete informa- 
tion. That’s the time to call your man at 
the Irving. 

He’s in business, to give you, so far as 
possible, whatever information you want 
whenever you want it. Not only on credit 
but on a wide variety of questions your man 
can be of tremendous help. For, in addition 
to his own experience, he has at his disposal 
the facilities of one of the world’s largest 
banking organizations—including a global 
network of correspondents and specialists in 
every field of commercial banking. 


If you’d like to find out more about 





Irving’s correspondent services, why not get 


in touch with us? 





- 
How do you build a teller’s counter? 


There must be a better way to do it, but there’s 
always the question of whether the new ideas 
will work. 


For some months now we’ve been testing 10 
ideas in actual use for improving the teller’s 
“office.” We think they met the test well. We 
have a 4-page illustrated report on the project. 
If you haven’t received a copy yet and would 
like to see one, ask your man at the Irving... or 
write on your letterhead to Department , 
Irving Trust Company, One Wall Street, 
New York 15, N. Y. 











IRVING TRUST COMPANY 


ONE WALL STREET 
Capital Funds over $122,000,000 


Wituiam N. Enstrom, Chairman of the Board 


. NEW YORK 15, N. Y. 
Total Resources over $1,200,000,000 


Ricuarp H. West, President 


Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ages TRUST COMPANY 
in Baltimore, like many 


M A RY L A N D other banks throughout the 


country, sends ImMPAcT to a 
T R U ST, toc select list of its customers and 
potential customers. 


Gives its Customers Why? Because sending Impact 
is sound public relations for any 


bank. This weekly digest of 
economic trends, business af- 
fairs and current conditions 


capsulcs information business- 
men need — presents it in quick, 
readable form. ImPAcT is both 
a business-getter and business- 
holder. 


You too can send IMPACT, im- 
printed with your bank’s name, 
to customers and prospects at 
low cost. For full details and 
specimen copy, write today. 





Impact is published by 


BUSINESS NEWS ASSOCIATES, INC. 


ff 149 Broadway, New York 6, N. Y. 
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over new duties as vice-president of the 
bank’s office in Portland, Oregon. 


Sd 


Appointment of Theodore D. Mont- 
gomery as manager of the investment 
research department of First Service 
Corporation, Minneapolis, Minnesota, 
has been announced. Mr. Montgomery 
has been associated with the invest- 
ment research department since 1934. 

* 

After 57 years of progressing up 
through the ranks of The First Na- 
tional Bank of McKeesport (Pennsyl- 
vania), Albert C. Miller has stopped 
climbing and gone traveling. 

As a retirement gift, his fellow work- 
ers presented Vice-President Miller 
with a two-month tour of the Canadi- 
an Rockies, West Coast, and Hawaii. 

* 


Joseph H. Wolfe, for the past three 
years executive secretary of the North 
Carolina Bankers 
Association is join- 
ing the staff of the 
American Bankers 
Association as as- 
sistant secretary of 
the Trust Division 
and assistant to 
‘Executive Manager 
Merle E. Selecman. 
At one time a prac- 
ticing attorney, Mr. Wolfe has also 
been on law faculties of three univer- 
sities. 














J. H. WOLFE 


e 


Advancement of two men to the po- 
sition of vice-president has been an- 
nounced by the Chicago Title and 
Trust Company, Chicago, Illinois. 
George L. Emrich, Jr., was elected a 
vice-president in the trust division, and 
Glenn M. Trumbo, a vice-president in 
the investment division. 


SO 


Henry A. Widdecke, Jr., has joined 
The Fort Worth (Texas) National 
Bank as a vice-president, coming from 
the First National Bank of Kansas 
City (Missouri), where he was a vice- 
president in charge of correspondent 
and new business activities in Texas, 


At the Fort Worth National 
Cc. J. GUFFEY H. WIDDECKE, Jr. 
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New Mexico and Arizona. 

After being advanced’ te assistant 
vice-president earlier this year, Clar- 
ence J. Guffey has been promoted to 
vice-president by the Fort Worth Na- 
tional. He is associated with the bank’s 
business development and correspond- 
ent bank division. 

The head of the credit department, 
Volney C. Castles, has been elected 
assistant vice-president. 

a 


Widely known D. E, (Pat) Cronin 
has been appointed 
a vice-president of 
Rand McNally & 
Company. He 
joined the firm in 
1920, travelling 
throughout the 
south for Bankers 
Directory. Later his 
activities were con- 
fined to the metro- 
politan centers. In 1947 he was named 
manager of the Bankers Directory, 
Bankers Monthly and Christmas Club 
Division. 














D. E. CRONIN 


o 


At the Lincoln National Bank & 
Trust Company of Syracuse, New 
York, Albert J. Schmidt has advanced 
to assistant vice president and assistant 
trust officer; Carl J. Sweeney to assist- 
ant vice president; James E. Moore to 
assistant trust officer; Theron R. 
Thrall and Howard Stanard to assist- 
ant cashiers. 


. 
Formerly a_ vice-president of the 
Union Planters National Bank and 


Trust Company, Memphis, Tennessee, 
Julian A. Lohmeyer has joined Die- 
bold, Incorporated, as bank sales equip- 
ment representative in the upper Mid- 
South. 

. 


Three new officers have been elected 
at The First National Bank of Miami, 
Florida. They are: Norman A. Davant 
and Clyde V. Hackney, Jr., assistant 
cashiers, and James S. Duncan, trust 
officer. 

7 


Four members of the staff of the 
Trust Company of Georgia have been 
elevated in rank: Fletcher G. Rodgers, 
Robert H. Dunn and William F. Gwyn, 
promoted to assistant vice-presidents, 
and Lucien Harris III to assistant sec- 
retary. 

. 


The Mission City Bank of San An- 
tonio, Texas has announced the ap- 
pointment of E. H. Althage, Jr. as as- 
Sistant cashier. Mr. Althage was for- 
merly with the Texas Bank Commis- 
Sion since 1949. 
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Another “First” for Herring-Hall-Marvin 


First National Bank of Atlanta presents first auto bank 


in state with both drive-in and walk-up windows 


(shes) Note the two 

rive-in windows, each 
with a separate lane, the 
walk-up window at right 
and provision for an- 
other walk-up window 
at left. 


(Below). The teller 
pushes a button, and the 
big depository drawer 
slides out-smoothly and 
soundlessly. 


The 75-inch bay-type window offers 
maximum convenience and visibility. 
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Herring-Hall-Marvin Safe Co. 


U. S. SILVER STORAGE VAULTS AT WEST POINT 


BUILDERS OF THE 
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Successful bank management 
everywhere has learned that 
modern revolving door entrances 
repay their cost many times over 








—for example, in these prominent 
banking establishments: 
Bank of America, San. Francisco 
The National City Bank of 
New York 
The First National Bank of Chicago 
First National Bank of Boston 
The Detroit Bank, Detroit 
Union Planters National Bank & 
Trust Company, Memphis 
First National Bank & Trust 
Company, Tulsa 
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required to keep revolving doors in peak operat- - 
ing condition under any and all conditions. th 
That’s because ONLY revolving doors are = 
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CANADIAN BANKING 








Increased Rate 
for Savings Bonds 

Canada’s eighth series of postwar 
savings bonds will carry the highest 
interest rate of any Canadian govern- 
ment bonds offered in recent years. 
The rate will be 3%4 per cent, the 
bonds will have a maturity of 12 years, 
and interest will be paid annually. 

Coupon bonds will be available in 
denominations from $50 up with each 
carrying the 12 annual coupons and 
with a $5,000 limit for any one person. 
Registered bonds will be available in 
denominations of $500, $1,000 and 
$5,000, with interest payment to be 
made by government check for the 
first time. 

Although the bonds will be dated 
November 1, they will go on sale on 
October 19, and will be handled by 
Canada’s chartered banks, investment 
dealers and savings institutions. 


- 
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New Bank Service 

When Montreal police give a motor- 
ist a parking ticket, he can contest 
the ticket in court as usual, he can pay 
the fine at the City Hall, or he need 
only take the parking ticket into the 
nearest bank and pay the fine at any 
teller wicket. 

Montreal banks for some months 
have been accepting parking ticket 
fines on arrangement with the Mon- 
treal Police Department. The banks 
receive a commission from the traffic 
violator, 7 cents per fine. Main city 
branches receive anywhere from seven 
to 15 fines per day, and it is estimated 
that all banks in the city collect any- 
where from 300 to 600 parking fines a 
week. The police officials will not give 
an official report on the number of 
fines collected at banks. 
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Personalizing Bank Service 

The personal banking experience of 
its customers features the new adver- 
tising campaign of the Dominion 
Bank of Canada. One phase of the 
Campaign stresses savings accounts, 
and another how the bank can assist 
the small businessman. 

Stress on savings. For example, 
two of the ads encouraging savings 
deposits are titled, “Best thing we 
ever did was teach our Tim to save,” 
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By JAMES MONTAGNES 


and “Look who’s driving his own 
car.” Each ad is appropriately illus- 
trated. The copy is written in the 
first-person and tells how the parents 
started their children saving, how the 
bank gave encouragement, and how 
the youngsters were able to buy the 
things they wanted with their own 
earned savings—a bicycle and an 
automobile in the cases cited. To show 
how such savings will help people 
start their own businesses, the series 
includes a number of case histories of 


New campaign stresses 
customer service 





“A bank manager 
started my presses rolling!” 


“Years age, when I decided to expand my pins 


0, 
. When have limited capital and bi 
ideas—as 1 —it Coles ound, experienced iat 
to make 6 resources go as far as possible. 
Bill and The Dominion Bank hel me make my capital 
of continuing success for me. 
The Dominion Bank provided the judgment and 
experience in financial matters which made it possible, 
I you try The Dominion Bank. You'll find them 
fren, sincere and very capable.” 


Branches throughout Canada. 
Correspondents throughout the world 
Rew ¥ London, Brenchs 
“a wat i ing Witham Se ECA. 


| THE 


OMINION 
BANK 


&2 YEARS OF SERVICE TO THE CANADIAN PEOPLE 













My staff and! 
are at your service! 


Faunilies, individuals, and business 
firms not just in this community, 
but all across Canada, know our 
record fur convenient, dependable 
and friendly banking service. We 
can help you with your financial 
problems. Won't you come in aod 
discuss them with us? 


J. 8. Cavaghan 
Branch Manager 








82 YEARS OF SERVICE TO THE CANADIAN PEOPLE 















people who used their savings from 
salary and spare-time hobbies such as 
photography, doll-making, etc. to start 
businesses. 

Aid ‘to businessmen. The series 
uses a technique similar to business 
papers, telling success stories with 
words and pictures of how the Do- 
minion Bank came to the assistance 
of small businessmen to help them 
expand their operations. One of these 
ads, headlined “My bank manager 
helped me design my success,” is about 
adress designer new in _ business. 
Another, “A bank manager started 
my presses rolling,” tells how the bank 
afforded sound and experienced advice 
to make financial resources go as far 
as possible. 

Service merchandised. In small 
towns where the bank has only one 
branch, a small advertisement with a 
photo of the bank’s manager is used 
to invite individuals, families and 
business firms to visit the bank and 
become acquainted. 

According to Norman White, super- 
visor of the bank’s public relations, the 
idea behind the new campaign is to 
point up the fact that bank personnel 
are human beings with as little use 
for ivory towers as the average person 
who passes their doors. Says Mr. 
White, “The advertising has been 
directed not only towards merchan- 
dizing bank services, but also toward 
personalizing the bank.” 
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Investment Courses 

The University of Toronto in con- 
junction with the Investment Dealers’ 
Association of Canada, has started a 
correspondence course on investments 
for the fall and winter season. The 
University’s extension department is 
mailing ten weekly bulletins on invest- 
ment fundamentals. At the end of 
the course enrollees are given an 
opportunity to ask general questions 
regarding each of the bulletins. The 
questions are answered by members 
of the Investment Dealers’ Associa- 
tion. ; 

Early in September a two-evening 
course on investments was given with 
movies and talks by the investment 
firm of Merrill, Lynch, Pierce, Fenner 
and Beane at the Royal Ontario 
Museum theatre at Toronto. Questions 
asked by members of the audience 
were answered by the dealer’s staff. 
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Informing Shareholders 


To familiarize shareholders with the 
work done by various of its depart- 
ments, the Bank of Montreal mails its 
dividend cheques with folders describ- 
ing the work of various departments. 
Recent folders have covered the work 
of the inspection department, “rou- 
tine’ department and the economist’s 
department. 

The routine organization depart- 
ment is introduced as the one that 
keeps close tab on expenses. The de- 
partment deals with suggestions from 
branch staffs, with cost analysis, 
mechanization of branches, and other 
operational problems. The folder tells 
of the department’s officers who visit 
branches throughout Canada to help 
simplify routine and cut costs. 

The folder on the bank’s inspection 
department calls it “the eyes and ears 
of the general manager.” Its 23 in- 
spectors operate from offices at Mont- 
real, Winnipeg, Calgary and Vancou- 


ver, visiting branches in their areas 
without notice, checking on routine 
work as well as on all business done 
by the branch. The inspectors send in 
their reports on branch management, 
loans, routine, and other factors. 
The folder dealing with the bank’s 
economist’s section describes’. the 
monthly Bank of Montreal Business 
Review which has been issued for 
more than 25 years and distributed 
widely throughout the world in both 
English and French editions. 


° Sd Sd 


Attention-Holding Folder 

A unique, die-cut “jack-in-the-box” 
type of folder is currently being used 
by The Canadian Bank of Commerce 
to announce the opening of new 
branch banks. The announcement fold- 
ers are distributed by mail to every 
home and business address on all 
routes near a new branch. 
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CANADIAN DIRECTION 


The vast size of Canada creates a 
peculiar problem in business banking. 
The widely scattered commercial 
communities and industrial centres 
operate best with the specialized 
branch banking system designed to 
meet their needs. 

Over 240 Bank of Toronto branches 
throughout Canada can _ provide 
American businesses with complete 
financial facilities and a multiple 
source of sound market information. 
If you plan to enter the Canadian 
market, write our Head Office for 
expert advice and help. 


™ BANK TORONTO 


Incorporated 1855 




















Head Office Toronto 1, Canada 
Correspondents throughout the World 
s aS 
ANI 
TO A MILLION CAMADIANS 
Wew York--64 WallSt. Sam Francisco - - 333 California St. 
Chicago: Special Representative’s Office, 38 South Dearborn St. 
575 Sranches recr0se Canada « Resources Exceed $2 Billion 
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The folder is carried in an envelope 
on which is printed in large type, 
“This concerns money ... and you.” 
Upon removing the folder and opening 
it, the reader’s attention is secured 
by an outstretched hand popping up 
and holding a bank passbook. Else- 
where, the folder contains information 
as to the location of the new branch 
and the services available there. 
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Personnel News 


Arthur L. Ormiston, manager of the 
main branch of the Bank of Nova 
Scotia at Montreal for several years, 
has been appointed a supervisor of the 











G. HITCHMAN A. ORMISTON 
bank’s branches at its head-office at 
Toronto. Succeeding Mr. Ormiston at 
Montreal, is George C. Hitchman who 
has been with the bank for 22 years 
in various posts in Canada, United 
States, West Indies and England. 


e 
S. E. Ashley, assistant manager of 


the Edmonton branch, and C. N. 
Phipps, assistant manager of the 





S. ASHLEY 


C. PHIPPS 


Montreal branch of the Imperial Bank 
of Canada, have been appointed execu- 
tive assistants of the bank at its head- 
office at Toronto. 


e 


Gerard Gingras, assistant to the 
president and a director of Rene 1. 
Leclerc Inc., Montreal, has _ been 
elected president of the Investment 
Dealers’ Association of Canada, which 
has 405 members throughout Canada. 
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THE BOOKLET COUNTER 








Trends in Group Insurance Cov- 
erages ... Here is a timely, unusually 
readable booklet covering the current 
trends and the new ideas that are de- 
veloping in group insurance. It is a 
28-page booklet prepared by a leading 
New York insurance company contain- 
ing several chapters on _ hospital- 
surgical-medical programs and their 
administration. It also has chapters on 
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New ideas covered 


the development of group permanent 
policies and the extension of group 
insurance to new types of groups. 


Joint Control ... in Estate Ad- 
ministration . . . Joint control, says 
this new booklet issued by The Surety 
Association of America, is one of the 
outstanding services that corporate 
sureties perform. It is an arrangement 
made by written agreement between a 
fiduciary and his surety whereby the 
assets of the trust estate are jointly 
controlled by the fiduciary and the 
surety. It is analogous to the practice 
of business and financial institutions 
in requiring the presence of at least 
two officers in handling securities, and 
has the same advantages. The booklet 
will be of interest to trust officers. 


Reading Rack Service . . . Many 
banks and other institutions in recent 
years have instituted a reading rack 
Service for the benefit of their em- 
pioyees. Others will be interested in 
learning from this booklet the advan- 
tuges of such a service, how it is 
Operated, and what types of booklets 
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are available. The booklet also contains 
a survey on the.experience of several 
representative banks and companies 
using the rack service. 


Changeable Banking Signs... A 
wide variety of changeable signs for 
banking institutions, from the small 
desk name sign to the large wall di- 
rectories, are illustrated in this book- 
let. In each case the specifications and 
operating features are given. A handy 
reference offered by a leading bulletin 
and directory board manufacturer. 


Life Insurance Fact Book ... 
This handy, informative volume is 
published annually by the Institute of 
Life Insurance. It provides an authen- 
tic source of facts and figures about 
the life insurance business as a whole. 
This year’s 108-page edition, offered 
to banks and trust companies, con- 
tains discussions of the various types 
of insurances available, including 
pensions and annuities, has sections 
on social security, servicemen’s life 
insurance, carries mortality tables and 
a vast amount of related material. The 
book will prove helpful to those seek- 
ing basic life insurance information. 


Copying Methods . . . This booklet, 
especially prepared for banks, dis- 
cusses the growing trend over the past 
three years of eliminating manual 
copying with its attendant errors. It 
describes one company’s equipment for 
speeding the copy operation and cites 
specific examples of time-saving in 
banks and trust companies. 


Safe Catalogues . .. A series of 
catalogues in color describing the 100, 
200 and 400 series of safes made by 
the Mosler Company. Weights, meas- 
urements and seals of certification are 
described in each case. Designed for 
looseleaf binders, these booklets will 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














provide a handy addition to the bank’s 
reference material on equipment. 


The Special Checking Account— 
Why and How . . . These two bank 
advertising booklets are _ excellent 
examples of introducing this special 


MANUFACTURERS TRUST COMPANY 


Good booklet examples 


service to customers and explaining 
how the service is to be used. In the 
first booklet, the bank explains why 
“everybody needs a checking account.” 
The second booklet shows how to use 
the account by presenting step-by-step 
instructions that are tied into easily 
understood illustrations. 


Flexible Monetary Policy . . . what 
it is and how it works... This library 
edition of a Committee for Economic 
Development release spells out the im- 
portance of Federal Reserve powers 
to counteract inflation and deflation 
by the regulation of the supply of 
money and credit. The analysis traces 
the influence of changes in money sup- 
ply on business conditions, explains 
how increases in total private and gov- 
ernment borrowing from banks ex- 
pands the money supply, and the 
methods by which the Federal Reserve 
can restrain or stimulate borrowing. 


Under the Dome . . . Congress 
alone has the power to collect and 
spend the American tax dollars, which 
fact permits it to outweigh the other 
two branches of the federal govern- 
ment. This booklet gives a brief but 
well-rounded picture of the  back- 
ground, makeup and legislative proc- 
esses of the congress. It answers 
numerous questions such as which 
members have seniority, how bills 
are introduced and identified, what 
committees handle them, etc. 
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Our bank is as representative of Philadelphia as the Academy of Music . 
itself. That means a lot to our correspondents, and we can : 
serve them in every part of the city and suburbs through our 24 offices. G 
On top of this complete coverage, we offer one of the largest li 
credit files of the Philadelphia area, speedy air mail check clearances, ‘ 
efficient securities transactions and 24-hour-a-day transit T 
operations. If you don’t have this kind of representation in Philadelphia, st 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Fidelity Bond Coverage 

In Missouri a depositor presented 
“kited” checks on his partnership bank 
account. The checks were credited to 
his personal account in another bank. 
The personal funds were then ex- 
hausted before the partnership checks 
were dishonored. Because the loss of 
$18,500 involved weakened the small 
bank so much, it was taken over by the 
Federal Deposit Insurance Corpora- 
tion which sued the insurance carrier. 

The U. 8. Court of Appeals Eighth 
Circuit affirmed the U. S. District 
Court for the Eastern District of Mis- 
souri in holding that the loss sustained 
by the insured bank was directly 
caused by “false pretenses made on 
premises” of the bank and therefore 
within its fidelity bond. 

The defrauder was a partner in a 
trucking concern whose checking ac- 
count was carried in a bank five miles 
away from the defrauded bank. He 
was a lifetime acquaintance of the 
cashier of the defrauded bank. He de- 
posited three partnership checks in 
the amount of about $6,000 each at 
two-day intervals when not one of the 
checks was covered by funds in the 
partnership account. The checks were 
forwarded through a regular corre- 
spondent bank for collection. No re- 
covery could be had from the de- 
frauder. 

The plaintiff, in May, 1951, fur- 
nished proof of loss to the defendant, 
stating the amount of the loss and how 
is occurred. On July 23, 1951, the de- 
fendant in a letter to the Associate 
General Counsel of the plaintiff denied 
liability on the specific ground that the 
loss did not occur on the premise of the 
bank and was therefore not covered. 
The writer of the letter, however, 
stated that the defendant was waiving 
no other defenses it might have. The 
action followed. 

The plaintiff’s claim was that the 
loss was occasioned by the false pre- 
tenses of the depositor and was cov- 
ered by the bond in suit. The plaintiff 
asked for judgment for the amount of 
the loss, damages for vexatious refusal 
to pay, and a reasonable attorney’s fee. 

The defendant denied liability and 
asserted that the loss was not covered 
by the bond because the false repre- 
Sentations were not made on the bank 
premises; that the evidence did not 
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prove that Schneier knew that the 
partnership checks which he drew on 
the partnership bank would not be 
paid when presented; that Schneier’s 
bank should not have sent the checks 
through regular channels, but should 


have called the bank on which they 
were drawn to ascertain whether they 
would be paid; and that the evidence 
showed that Schneier, instead of de- 
positing the checks for credit to his 
account, had, as a matter of Missouri 
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Is the new Morris miracle SAFE-T-SET with the 
exclusive safety feature. Tip it... tilt it... turn it upside down. Won't 
spill. Won't leak. It’s Puddle-proof ! The Morris SAFE-T-SET belongs 
on every office desk. Saves soiled clothing, spoiled tempers. Handsome 
modern design in your color and the pen with a point in your favor, a 
Morris hard-tip point. Will hold full two-ounce ink supply and built 
with office rough treatment in mind. The new Morris puddle-proof 
SAFE-T-SET is manufactured by the foremost name in the field of 
matched desk top equipment. See your stationer today. 


BERT M. 
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In New York: 381 Fourth Avenue 
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law, procured a loan from his bank; 
and that the loss from the nonpayment 
of the checks were therefore a loss re- 
sulting from the nonpayment of a loan, 
within the meaning of the clause of 
the bond excluding such losses from 
coverage. 





The District Court found no merit 
in any of the defendant’s contentions, 
and entered judgment against it for 
$18,490.33, the amount of the loss, and, 
in addition, for $1,849.03 as damages 
for the defendant’s vexatious refusal 
to pay, and $2,000 as an attorney’s fee. 





WE CAN PROVE IT! 
Check Mailer 


ALL-PERSONALIZED 
SPECIAL CHECKING PLANS 
are the best value in the field! 


Bank pays nothing in advance. 


¢ Our charge for checkbooks includes 
all operating supplies and continuous 
merchandising aids. 


e We personalize or you 


imprint on 


premises with our equipment. 


CHECKMASTER SYSTEMS, 400 Madison Ave., N.Y. C. 
NABAC, OCT. 19-22, BOOTH 4, HOTEL ROOSEVELT, N. Y. C. 

















VERIFICATION CAN BE EASY... 








If verification means EXTRA WORK 
and more EXPENSE to you... 
then you'll like the ease and efficiency of our 


VERIFICATION MAILERS 


AER Verification Form slips easily 
into typewriter 
Printed message with space for 


addressing 


co Return envelope can’t be lost... it 
stays attached until used by customer 


* Entire unit mailed in window 


envelope 


WE HAVE FOUR OTHER VERIFICATION 
SYSTEMS TO CHOOSE FROM 


Send for complete kit 





CURTIS 1000 INC. 


HARTFORD. CONN PAUL, MINN 


CLEVELAND, O 


ATLANTA, GA. HOUSTON, TEX. 








The bond insured the Bank against 
“any loss of property through .. . false 
pretenses, . . . with or without negli- 
gence on the part of any of the Em- 
ployees (of the Bank),” excluding, 
however, “Any loss the result of the 
complete or partial nonpayment of or 
default upon any loan made by or ob- 
tained from the Insured, whether pro- 
cured in good faith or through trick, 
artifice, fraud or false pretenses, .. .” 

“The argument that the Bank, by 
crediting the three checks to Schneier’s 
account and permitting him to check 
against the credit, made him a loan, 
the nonpayment of which caused the 
loss, recovery of which is sought, is 
ingenious, but we think unsound, said 
the court. 

“Tt is not conceivable to us that any 
disinterested banker, insurance under- 
writer, or lawyer would construe the 
word “loan”, as used in the exclusion 
clause of this indemnity bond, to cover 
the obligation imposed by law to reim- 
burse a bank for money or credit ob- 
tained through the use of worthless 
checks.” 

The Court went on to approve the 


| finding of the District Court that the 
| refusal of the insurance company to 


pay was vexatious under Missouri law. 
Indemnity Co. v. Federal De- 





| posit Ins. Corp., 204 F. 2d 933 (1953). 
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Taxes in a Bank Merger 
Where a bank in one county acquires 
a bank in another county, personal 
property tax is payable in the first 
county, or at the place of the bank’s 
principal office, on the trust assets of 


' the absorbed bank. So held the Su- 


preme Court of Pennsylvania, in the 
absence of a consolidation. 

A bank in one county was trustee 
for various trusts. A bank in another 


county purchased substantially all of 


the assets of the first bank including 
its bank building, and assumed its de- 
posit liabilities. Pursuant to the pur- 
chase agreement the purchasor bank 
was appointed by the court successor- 
fiduciary in a majority of the trusts 
of which the purchasee bank had been 
trustee. The purchasor bank took pos- 
session of the assets of these trust 
estates, including the presently taxable 
securities, and they were thereafter 
held in the bank’s main offices. The 
purchased bank voluntarily liquidated 
and thereafter ceased to exist. The 
purchasor bank retained, as a branch 
office, the banking premises formerly 
owned by the bank it bought. 

The Court said, “. .. it is a matter of 
common knowledge that all of the im- 
portant trust problems, including the 
purchase and sale of securities, are 
decided at the principal office of the 
bank and that these trusts are man 
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aged and administered in the principal 
office of the bank rather than in an 
outlying branch office. There may be 
discussions and conferences in the 
branch office between cestui que trust- 
ent (the beneficiary of a trust) and an 
officer of the bank but this would not 
be sufficient to establish a liability for 
personal property taxes.” 

The law imposing the tax on securi- 
ties constituting part of the principal 
of a trust estate provided that the tax- 
payer “. .. shall be liable to make such 
return only in the county in which its 
principal office within this Common- 
wealth is situated”; and “Provided, 


that any corporation, . . . doing busi- 
ness in more than one county, shall be 
liable to make such return only in the 
county in which its principal office 
within this Commonwealth is situated, 
except where two or more banks or 
banking institutions or trust com- 
panies shall have been consolidated; a 
report as to all trust funds taxable 
under this act held by any of the said 
individual companies prior to the con- 
solidation shall be made and the tax 
paid in the county wherein such indi- 
vidual company was located prior to 
the consolidation .. .” 

“There is no merit in this contention 
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| B, said the Court. “. . 











because the two banks were not con- 
solidated.” 

Bank v. Board of Property 
Assessment, Appeals and Review 
County, 97 A. 2d 828 (1953). 
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U. S. Bond Registration 

A number of E bonds were regis- 
tered “payable to (A) or (B)” and 
were left in a bank for safekeeping. A 
was subsequently adjudged a lunatic 
and his guardian cashed the bonds be- 
fore the maturity date. B sued to re- 
cover the proceeds. 

The Supreme Court of Tennessee 
ruled that the guardian, failing to in- 
vest the proceeds in accordance with 
the terms of the bonds, held what he 
purchased with such proceeds as a 
trustee for B. 

The complainant B contended that 
when the guardian cashed in the bonds 
before maturity and with no apparent 
necessity for doing so (it appeared 
that the ward had twenty or thirty 


| thousand dollars in personal property 
| other than the bonds), this constituted 
| a fraud on the part of the guardian 
| and evidence that the guardian was 


trying to deprive the complainant of 


| his rights in these securities. 


Insanity locked the rights of A and 
. we are of the 
opinion that when Robert L. Morris 
became insane, nothing could be done 


| with the bonds or the proceeds except 


that the guardian keep them ear- 
marked just as they were earmarked 
in the first instance in the face of the 
bonds.” The court cited an Arkansas 
case where it was held that, “... where 
one co-owner had purchased United 
States Savings Bonds with intent that 
his co-owner should receive the pro- 
ceeds at the purchaser’s death, but 
purchaser became incompetent, the 
guardian in possession of the matur- 
ing bonds could not cash them except 
for reinvestment of proceeds in the 
same manner as the original bonds, 
unless the proceeds were needed to 
support and care for the incompetent.” 
Morvis v. Morris et al, 258 S.W. 2d 732 
(1953). 


A.B.A. NEWS REPORT 


CONTINUED FROM PAGE 37 


farming pattern are urgently needed 
in many areas. 

Livestock production, especially 
where farmers are embarked on a 
program. of pasture development, can 
be greatly aided by wise lending prac- 
tices. One of the big problems right 
now is the balancing of livestock num- 
bers on the individual farm with the 
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production of feed on that farm. I urge 
you to give guidance to your farm 
clients in planning for balanced live- 
stock and crop production as a means 
to increase income and financial sta- 
bility. 

Now that land prices have leveled 
off, it is doubly important for farmers 


and bankers alike that speculative 
land loans continue to be shunned. 
That you have done this in the past 
is a source of our present strength. I 
urge you to continue to discourage 
borrowing based upon the expectation 
of abnormally high or rising farm 
land and commodity prices. The real 
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Send for free illustrated catalog 








DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2'/." x 10” two lines of copy, $9.00 
on bronze easel—other styles available 


**Bronze Tablet Headquarters"’ 


UNITED STATES BRONZE SIGN CO., inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 











80 








Put away, the 
Checkerette 
stores like a 
folding chair. 
Needed, it can 
be carried to the 
spot and set up 
in a few min- 
utes, without 
tools. Made of 
heavy gauge 
steel and dur- 
ably construct- 
ed, it stands rig- 
id in use. Two hat shelves and 4-foot bar 
for coat hangers (or 32 straddle hooks) 
that can be assembled at heights for chil- 
dren, adults or long robes. Ideal for 
schools, churches, factories, offices, homes, 
coffee shops—for parties, luncheon groups 
—for stand-by or permanent installations. 
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value of farm and ranch land depends 
today, as always, on its relative ability 
to produce income year after year. It 
is more necessary today than it has 
been for some years that farmers ac- 
cumulate and safeguard sufficient 
financial reserves. 


Home Financing 


ALBERT M. COLE 
Administrator, Housing and Home Fi- 
nance Agency, Washington, D.C. 

The basic problem is_ probably 
this—will there be an adequate supply 
of funds from all sources to support a 
sound building program next year? 
There are some indications, difficult 
to evaluate as yet, that there may be 
some difficulty on this score. Certainly 
my conferences throughout the coun- 
try clearly brought out that most 
builders and many local lenders are 
concerned over the prospects for the 
future, despite the fact that current 
levels of production are good. The 
difficulty—and it is real difficulty in 
many areas—is the present uncer- 
tainty as to the volume of forward 
commitments which will be available. 

The reasons for this situation you 
readily understand—primarily it is a 
problem of abnormally high demands 
for credit in many areas, all compet- 
ing for a large but limited supply of 
funds. It is my hope that this situa- 
tion will improve considerably in the 
near future. I also hope that the 
market will, through the freer play 
of economic forces, provide the right 
answers, for other solutions necessar- 
ily mean that we would be playing to 
some extent with the inflationary fires 
we have now largely extinguished. At 
the same time, I submit to you the 
very serious reminder that if we are 
unable to maintain a reasonably high 
continuing volume of home produc- 
tion, which means an adequate con- 
tinuing flow of mortgage credit, we 
may be required to resort to some 
means of assistance to avoid unnec- 
esary wrenches to our entire economy. 


The Business Outlook 


CASIMIR A. SIENKIEWICZ 
President, Central-Penn National Bank, 
Philadelphia, Pennsylvania 

The boom continues. Industrial pro- 
duction, manufacturers’ sales, person- 
al income, and employment are at 
virtual all-time highs. Business men 
are spending more money on plant and 
equipment than ever before. Corpora- 
tions are paying out record dividends. 
New financing—as the logjam in the 
market last week proved—is still tre- 
mendous. Every financial indication of 
boom is‘here except one—prices. Since 
February, 1951, they’ve been declin- 
ing. So we must be careful. 

Defense outlays will continue as an 
underlying support of the economy. 
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Because of that, I think any business 
decline will be moderate. My business 


forecast is fairly conventional. It’s 
this: We’re in for some minor busi- 
ness drop. My guess would be that the 
Federal Reserve Board index of in- 
dustrial production would go down not 
more than 10 per cent, and perhaps as 
little as 5 per cent. That wouldn’t be 
a recession. It would be much less of 
a drop than 1949. It would be in the 
order of the hesitation that took place 
in 1947. In short, I’d describe myself 
as a business optimist. I expect occa- 
sional bumps in a free, active econ- 
omy. But the coming bump I expect to 
be hardly a bump at all. 

As bankers, we have a responsibil- 
ity. We must be sensible, not panicky 
in a decline. We mustn’t force cus- 
tomers to liquidate debt at the first 
sign of a letdown in business. We must 
look beyond the lull into the long term 
prospects for this country. We still 
have great unfilled wants left over 
from the war. I can cite one great de- 
velopment: the mechanization and im- 
provement of the home. I don’t think 
we’ve begun to make things easier for 
the housewife. We’re going into an 
era of automatic washing machines, 
dishwashers, ironers; better stoves, 
refrigerators, and vacuum cleaners; 
and air conditioning. Many kitchens 
will have to be redone to meet these 
requirements. Any saturation in 





America is bound to be temporary. 
So let us not become fearful and re- 
strain our customers unnecessarily. 


Money Rate Factors 


ROY L. REIERSON 
Vice-President, Bankers Trust Company, 
New York, New York 

Under conditions of full employ- 
ment and sustained high levels of 
business activity in the aggregate, 
the Federal Reserve is likely to dis- 
play a mildly restrictive attitude to- 
ward the market. However, the 
authorities may be expected to be 
alert to avoid a repetition of the 
earlier credit squeeze and the attend- 
ant unsettlement in the markets. In 
an economic downturn, the authorities 
will almost certainly shift rapidly 
toward a pronounced easing of credit. 


The coordinated decisions on credit 
and debt management action in June- 
July give reassurance that effective 
cooperation between the Treasury and 
the Federal Reserve is continuing. 
This is as it should be and as it must 
be. The Treasury should not dominate 
the Federal Reserve System but 
neither can the latter be unmindful 
of the problems of the former. 

Efforts by the Treasury to fund 
the debt have so far been temperate 
and restrained, and while the goals 
of the debt managers remain un- 
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changed, they are aware of the many 
hazards to the economy, and are not 
likely to be overly zealous. 


Aggregate demands for investment 
funds in 1954 may decline somewhat 
from the high levels of the current 
year. With large personal savings con- 
tinuing, it is probable that we are 
moving through the cyclical trough 
of Government bond prices and that 
economic forces will operate in the 
direction of higher bond prices in the 
course of 1954. However, the problem 
of funding the debt will be a market 
influence for a long time ahead. As a 
result, a moderate business downturn 
is unlikely to lead to a repetition of 
the excessively easy credit and low 
interest rates characteristic of mar- 
ket conditions in the past two decades. 


America’s Job 


DR. EARL L. BUTZ 
Head, Department of Agricultural Eco- 
nomics, Purdue University, Lafayette, 
Indiana 

My first point. We are in for a 
minimum of ten years of international 
struggle, whether we have a continued 
truce, cold war, half war, or total 
war. 

This means that we must remain 
strong, both militarily and industri- 
ally. It means that we must plan for 
the long pull, as we face the future. 
It means that in our mobilization ef- 
fort we must strike a balance between 
present strength on the one hand and 
potential strength on the other hand. 
We must strike a proper balance be- 
tween weapons and productive farms 
and factories. We must strike a bal- 
ance in the proportion of our total 
product going to the military and the 
proportion going to the nonmilitary. 

That brings me to my second point. 
Modern international struggles are 
battles of total production against 
total production. Or perhaps I had 
best say that they are battles of 
total production times the propor- 
tion of that production diverted to 
the military. 

America’s greatest danger today is 
our general indifference to the or- 
ganized attempts to limit output per 
worker and per factory, all across the 
land. Indeed, most of us belong to 
groups which subscribe in one way 
or another to the philosophy of limited 
output. One of the remarkable phe- 
nomena of our age is that America con- 
tinues to grow in total production and 
in standard of living, in spite of wide- 
spread organized attempts to prevent 
it. Most of us remain indifferent to 
those abominable practices round 
about us. 

Our potential production capacity in 
America is so great that we can never 
be destroyed from without unless we 
first deteriorate from within. 
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That brings me to the last point I 
want to make. We must be careful not 
to lose at home the very freedoms we 
struggle abroad to preserve. We must 
not allow the present struggle with 
totalitarianism to become the occa- 
sion for losing our American heritage 
of a free economic and political life. 


National Bank Division 


T. ALLEN GLENN, Jr. 

President, National Bank Division, and 
president, Peoples National Bank, Nor- 
ristown, Pennsylvania 

We, as bankers, should “preach the 
gospel” of sound money in our own 
home towns. We should seek out op- 
portunities to tell our customers and 
our neighbors the facts and thus dis- 
prove the fallacies that continuously 
are being preached by ill-informed but 
loudly vocal critics of the sound money 
policy. Who else is better equipped 
than are we bankers to discuss the 
matter of fiscal policies and to explain 
the real issues to the people? If we, 
as bankers, believe in sound money 
and the program of the Administra- 
tion for restoring our dollar to an 
honest basis, then we owe it to our- 
selves and our government to speak 
up and actively support that program. 

But, even worse than our failure to 
speak up vigorously in favor of sound 
money policies, is the fact that we sit 





silently by while some demagogs speak 
disparagingly about bankers in gov- 
ernment, impugning there is some- 
thing sinister or wrong with a man 
because he is a banker by profession 
and implying that a banker’s motives 
are not to be trusted. Too few of us 
have taken up the cudgels and refuted 
the implications that bankers should 
not be asked to serve their country 
the same as men or women from other 
businesses or professions. 

So my message to you today is in 
the nature of a challenge; first, to 
speak up and disprove the untruths 
and the half-truths that daily are 
being enunciated about the sound 
money policy of our present govern- 
ment; and second, to measure up to 
our responsibilities as ‘bankers by 
telling every one we are proud of our 
profession and that we have faith in 
those bankers who hold positions of 
responsibility in government. 


State Bank Division 


B. M. HARRIS 
President, State Bank Division, and pres- 
ident, Yellowstone Banks, Columbus and 
Laurel, Montana 
The A.B.A. Committee on Federal 
Legislation has put much time on its 
work and made many trips to Wash- 
ington to meet with the Comptroller 
and the Internal Revenue Department 
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to seek a revision of the reserve for 
bad debts, which, in turn, would make 
for greater capital strength. 

Your State Bank Division com- 
mends this program. The latest report 
of the Federal Deposit Insurance Cor- 
poration shows that only 45.7 per 
cent of all insured commercial banks 
were using the reserve method as of 
the end of 1952. However, a much 
lower portion of the smaller banks use 
the method. Yor instance, only 26 per 
cent of the 5,030 banks with deposits 
of less than $2-million were using it. 
Since the great majority of these 
smaller banks are state chartered, it 
is of particular concern to the State 
Bank Division that the method now 
used should be changed to provide for 
a more realistic determination of re- 
serves and thereby encourage these 
small state banks to adopt this prin- 
ciple of sound bank management. 

From time to time, the three- 
member board of the Federal Deposit 
Insurance Corporation, representing 
$114-billion in assets and guaranty 
funds from our banks, is under fire, 
generally unfairly, but under fire just 
the same. To eliminate areas of con- 
troversy, we accordingly suggest and 
recommend that the Federal Deposit 
Insurance Corporation Board be aug- 
mented by an Advisory Board similar 
to that of the Federal Reserve Board. 
The State Bank Division recommends 
that this Advisory Board be made up 
of members selected by the President 
of the United States from the State 
Bank Division, from the National 
Bank Division, from the mutual sav- 
ings banks, and from the State Bank 
Supervisors, and that one man be ap- 
pointed to represent the 6,644 F.D.I.C. 
insured nonmember banks which rep- 
resent nearly one-half of the banks 
holding over $23-billion in deposits; 
this board to serve without compen- 
sation, except expenses and per diem, 
and to serve for staggered terms. This 
program has had the consideration of 
the National Bank Division and has 
their approval as to form, but not as 
to number. It has been presented to 
the Administrative Committee of the 
American Bankers Association for 
consideration, but action has 
been deferred for further study. 


their 


Savings and Mortgages 


WENDELL T. BURNS 
President, Savings and Mortgage Divi- 
sion, and senior vice-president, Nortb- 
western National Bank, Minneapolis, 

Minnesota 


Savings generally have shown a 


| rapid increase during the past year, 


and the largest dollar increase of 
liquid savings in the nation was in the 


_ banking system. The increase in banks 


| 


amounted to $4.6 billion for the year 
ending June 30, 1953, compared with 
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The combined 
industrial banking experience 
of our Divisional loan officers 
represents well over three hundred 
years of specialized banking. Many 
years ago we decided that only by 
grouping our men into industrial 


like to borrow 


categories would we be able to render 


3 t . f the caliber of specialized financial coun- 
Centuries 0 Ss sel demanded in our highly competitive 
specialized banking = economy. Our Commercial Loan Depart- 


ment is made up of five separate divisions. 
exper lence? In each Division are well-trained men who 
spend their time working with a specific group of 
industries. This system of operating has enabled our 

officers to develop more thorough knowledge of their 
assigned fields. Through intimate contact and long 

experience with day-to-day financial problems of 
specific industries . . . these men have developed 
techniques of sound banking as they apply to 
sound business. We invite you to draw on 

this knowledge. Your loan problems will 
be given the closest supervision 
by these experienced men. This 
service is just one of the 


“extras that set our 
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1 OUT OF EVERY 2% 
ARIZONANS IS A 
VALLEY BANK 
CUSTOMER! 










People who live in Arizona should 
know something about Arizona 
banks. And over 350,000 of them 
are our customers. 

When you have business in 
Arizona, do as Arizonans do — 
let us handle your transactions! 


RESOURCES $300 MILLION 


VALLEY NATIONAL BANK 


33 FRIENDLY OFFICES 
Home Office: Phoenix 


+ MEMBER FEDERAL OEPOSIT INSURANCE CORPORATION 











For Your Operations With 
PERU 
Look to the 


BANCO INTERNACIONAL 
DEL PERU 


Head Office—Lima, Peru 


With experienced English speaking 
personnel, translating becomes un- 
necessary and strict compliance with 
your instructions is assured. We in- 
vite you to use our facilities for 
your Collections and _  Letters-of- 
Credit. 


Upon request we shall be glad to 
forward by air mail our collection 
tariff in English which incor- 
porates information on local cus- 
toms and practices. 


37 BANKING OFFICES IN PERU 
Founded 1897 


Capital and Reserves $/.55,000,000. 
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a growth of $3.9 billion in the previ- 
ous year. Commercial banks showed 
an increase of $2.8 billion for a total 
of $42.1 billion, and mutual savings 
banks an increase of $1.8 billion for 
a total of $23.6 billion. 

Savings and loan associations again 
showed a rapid rate of increase in 
savings funds. During the year end- 
ing June 30, 1953, share accounts in- 
creased $3.5 billion to $21.1 billion, 
an increase of 20 per cent for the 
year. These now are equal to approxi- 
mately 32 per cent of savings deposits 
in banks. 

Our estimate of the grand total of 
all liquid savings at June 30, 1953 
amounts to approximately $210.6 bil- 
lion, an increase of $12.2 billion from 
June 30, 1952. The enormous total 
and high annual increment of these 
savings demonstrate the importance 
to banks of seeking aggressively a 
larger share of this business. 

The committee on real estate mort- 
gages has participated with other 
groups concerned with government 
participation in the field of housing 
and mortgage credit, in an effort to 
seek areas of agreement on these 
problems for possible recommenda- 
tion to the Housing and Home Fi- 
nance Agency. 

We have consistently supported a 
program of less government manipu- 
lation of the mortgage market, an 
F.H.A. independent of political in- 
fluences, the use of F.N.M.A. as an 
emergency organization only, and 
maintenance of sound mortgage 
standards. We have contended that in 
our economy the market place should 
determine rates of interest and the 
pricing and marketing of mortgages. 


Trust Division 


ROBERT A. WILSON 

President, Trust Division, and senior 

vice-president, The Pennsylvania Com- 

pany for Banking and Trusts, Philadel- 

phia, Pennsylvania 

There has been .a steady growth 
during the past year in common trust 
fund development. There are now 121 
trust institutions operating a total of 
149 discretionary and legal common 
trust funds in 28 states, the District 
of Columbia, Canada, and Hawaii. Of 
these, 112 are discretionary funds 


with a total investment of over $815,- 
500,000; and 37 are legal funds with 
investments totaling $196,500,000, or 
a total of well over $1,000,000,000. 

The related problems of costs and 
charges are being studied by the Com- 
mittee on Costs and Charges. The ap- 
praisal of the factor of trustees’ re- 
sponsibility in determining fees, how 
to promote general use of the Trust 
Division’s manual on “Recommended 
Cost Accounting Procedure for Trust 
Departments,” and how to obtain 
proper credit in the bank’s earnings 
for trust services rendered to the com- 
mercial deparment are included. 

A number of projects dealing with 
the reduction and control of trust de- 
partment expenses are now being con- 
sidered by the Committee on Opera- 
tions for Trust Departments. 

The past year has been an active one 
in the field of fiduciary legislation, 
with 44 states meeting in regular 
sessions. Many of the recommended 
measures sponsored by our Committee 
on Fiduciary Legislation were passed 
in the various states, principal among 
which were the Prudent Man Invest- 
ment Statute and the Uniform Com- 
mon Trust Fund Act. 

Some of the more immediate federal 
tax legislative projects upon which 
the Trust Division’s Committee on 
Taxation is working are aimed at ob- 
taining: (1) exemption from gift tax 
of the transfer of interest of an em- 
ployee in a qualified retirement plan; 
(2) exemption from estate tax of an 
employee’s interest in a qualified re- 
tirement plan; and (3) suspension of 
income tax on contributions by em- 
ployees to a qualified retirement plan 
until paid out. 

A booklet encouraging joint con- 
ferences of supervisory men and 
trustmen has been published and dis- 
tributed to the secretaries of the state 
bankers associations, the secretaries 
and chairmen of the trust associa- 
tions, and to the representatives of 
the supervisory agencies. 

A Special Committee on Trust Ed- 
ucation is working on a revision of 
“Trust Business I,” the textbook used 
in the trust course of- the American 
Institute of Banking. Many of the 
chapters are being revised or rewrit- 
ten, and it is expected that this work 
will be completed before year end. 


CORPORATION VIEWPOINT 


CONTINUED FROM PAGE 39 
Acknowledging that it is unreason- 
able to expect that each bank visitor 
will have a radically new or profitable 
idea to impart, the treasurer of an 


electrical equipment manufacturer 
nevertheless reports than in most 
cases the visits result in information 
that it is interesting and valuable. 

He adds that the quality of the 
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It’s that personal touch on the spot that gets you quick and complete satisfaction. Send us 
your Southeastern cash and collection items, since we are conveniently located to handle 


them quickly and can save you time. To handle satisfactorily your banking business, in this 
area, is our business. 
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~~ — e Keep inactive records safe, 

iad . clean, and accessible the 
low-cost LIBERTY way. Over 
90,000 firms are using LIBERTY 





BOXES. 25 stock sizes for 
every popular form. 


FREE BOOKLET! 


‘1 1. Tells you how long to keep 
J specific records. 











> 2. Shows the best procedures 
in record storage. 


BANKERS BOX COMPANY 


Established 1918 
720 S. Dearborn Street, Chicago 5, Ill. 


















NEW ZEALAND 


Over the past 87 years THE 
COMMERCIAL BANK OF AUSTRALIA 
LIMITED has gathered a completely 
comprehensive knowledge of economic 
and financial conditions in these two 
greatly expanding nations. 


650 Offices throughout Australia 
and New Zealand provide up to date 
information on the local outlook and 
offer facilities for every type of 
transaction. 


THE COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


FOUNDED 1866 








Head Office: 335-7-9 Collins Street, 
MELBOURNE, AUSTRALIA. 


Chief New Zealand Office: 
328-330 Lambton Quay, NEW ZEALAND. 








“salesman” in the long run determines 
the value of the call both to the bank 
and to the corporation. 

In this connection, what type of 
bank officer, with what background of 
experience, do the treasurers prefer 
to have call on them? A meat packing 


official says, “We believe there is 
greater mutual value in having senior 
or loaning officers call than there is 
in visits from representatives who are 
strictly new business men.” Somewhat 
similar is the following comment from 
Stuart F. Silloway, vice-president for 
finance, The Mutual Life Insurance 
Company of New York: “In our Com- 
pany, responsibility for bank relations 
is lodged in the investment depart- 
ment rather than in the operating de- 
partment. For this reason, we are 
naturally anxious to discuss with bank 
representatives -their lending and in- 
vesting policies, and their viewpoint 
on money market conditions and busi- 
ness conditions in their territory. 
Calls from bank representatives are 


' not too frequent, but in the majority 
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of cases the representative has basic- 
ally a new business background and 
is not able to discuss matters of gen- 
eral interest.” 

The treasurer of one of the “Big 
Three” auto firms has some decided 
views on this subject. He contends 
that too many of the bank officers 
calling on him are not sufficiently well- 
grounded in the practical affairs of 
business, but were apparently chosen 
for their sales personalities. Another 
complaint is the practice of some 
large banks to send minor officers on 
calling tours; the treasurer strongly 
prefers to have the bankers contact- 
ing him possess authority to-make de- 
cisions and to handle all phases of the 
bank relationship. 

The same. auto executive deplores 
“the assumption of so many out-of- 


| town bankers, when they arrive in 
| Detroit, that they must make a per- 


sonal trip to my office when a telephone 
call would usually suffice.” He affirms 
that he is willing to take it for granted 


_ that banks “appreciate” the corpora- 


| tion’s account, 





and adds that the 
banks can likewise assume that they 
are handling the account in a satis- 
factory manner or they will be notified. 
In other words, he cannot see the 
necessity for these and other stock 
phrases and questions. 


LSO drawing treasurer fire is the 
reported tendency of some banks 

to overdo their new business efforts. 
The vice-president and treasurer of a 
California food packing firm asserts: 
“Calls from banks trying to get new 
business in many instances reach the 
point of nuisance, particularly when 
someone from a bank is in three or 
four times a year after they have been 
told there is no possibility of our es- 


tablishing an account with them.” 
Arthur R. Cahill, assistant treasurer, 
International Minerals & Chemical 
Corporation, Chicago, adds: “Some 
bank officers seeking new accounts are 
unduly insistent that an account be 
opened even though there is no imme- 
diate way in which their bank can be 
helpful. It seems sensible for the bank 
officers to maintain contacts with pros- 
pective customers, but it is not good 
business to press for complimentary 
accounts. If the acquaintanceship is 
established, and the available service 
made known to the corporate treas- 
urer, he will consider the use of the 
banking institution when the need 
arises.”” Mr. Cahill does not find that 
bank officer calls are too frequent, but 
he does state that sometimes they tend 
to be too lengthy. 

On the matter of frequency, more 
than one treasurer reported what 
seemed to them to be an unusual phe- 
nomenon. Says G. L. Harding, secre- 
tary and treasurer, The Pacific Tele- 
phone and Telegraph Company: “I 
receive a great many calls from rep- 
resentatives of New York and Chicago 
banks. Strange as it may seem, I have 
received very few calls on the part of 
officers of Pacific Coast banks.” And, 
the treasurer of a Philadelphia manu- 
facturer reports: “In connection with 
calls from bank officers, it has been 
our experience that local banks in our 
community call rather infrequently, 
whereas outside banks and those at a 
distance are much more active in this 
respect.” In some instances, it may be 
a case of “overlooking the diamonds 
in your own backyard.” 


N a summary, the corporate treas- 

urers evidently prefer to have 
upper-level bank officers call on them, 
men who have authority to give on- 
the-spot answers, and who have a 
broad knowledge of business and eco- 
nomic trends as well as banking. The 
treasurers do not find that bankers 
call too frequently, but wish some of 
them would time their visits better, 
not make them too long, and give ad- 
vance notice. All in all, they are glad to 
keep the welcome mat out for bank 
emissaries, and believe that the result- 
ing discussions are well worth while. 

What about current experience with 
bank lending policies? Are they suf- 
ficiently flexible and liberal under to- 
day’s business conditions? What are 
your views on the rate trend, and is 
it affecting borrowing plans? 

Since virtually all of the corpora- 
tions surveyed are among the “blue 
chips” of American industry, few of 
them indicated any financing prob- 
lems. Many of them reported that they 
make little or no use of commercia! 
bank credit. In some cases, it is in 
conjunction with their distributors 
and dealers that they are most con- 
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The Brandt Model SL Coin Sorfer and Counter sorts 


and counts batches of mixed coins with great speed — 
and absolute accuracy and deposits them by denomi- 

nation in receptacles that are readily removable from — 
the machine. The count is recorded by denomination — 
on individual counting dials in terms of dollars gnd_ 





cents. No chance of error .. . no w | effort. A truly 
fine appearing machine ans its a“ 


gray baked-on enamel. 


MUTILATED COINS — The , ded s a bt a Geneniction 
of the Brandt Coin Sorter and Counter guards the ma- 
chine against jamming and damage due to mutilated 
coins and foreign matter. This is one of the truly out- 
standing features of the Model SL, 


SIMPLICITY OF DESIGN — Another lailove of this ma- 





chine is its “quick take-apart” construction. Major sec- 


tions.of the machine, held in place by seven thumb 


screws, can be removed in about a minute allowing 


access to many of the working parts. 
Other Brandt products include 2 coin 7 
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DOUBLE COUNTING DIALS 





The Model SL can be supplied with 
two sets of counting dials, one set 
records in dollars and cents, the 
other set records a cumulative nu- 
merical count. 


BAGGING ATTACHMENTS 





By fitting the Model SL with bagging 
attachments, coins may be sorted 
and counted directly into coin bags. 
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cerned over any tightening of bank 
credit. 
The treasurer of the building sup- 





ply manufacturer previously quoted 
says, “We have only borrowed once 
in the past eight years but my fre- 





in VIRGINIA 


THE BANK OF VIRGINIA 


~~? 





@ 


2 serves six principal cities... 
3 serves more accounts of all 
% kinds than any other bank. 
‘2, May we serve you? 


& 
“2ORG. popyoye . ypwpant NEWS PORTSMOUTH NORE y 


Member Federal Deposit Insurance Corporation 





STANDARD 


Wherever money is wrapped! 





Tubular 
COIN 
WRAPS 


Heavy Duty 
Easily Opened 
Stronger Paper 


A Complete Line of 





Money Wrappers 





Cartridge Cointainers Currency Straps 
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attention-compelling appearance 
to reports, catalogs, all printed 
and duplicated material. Save 
money, too. Anyone can operate. 
FREE... PLASTIC BOUND 
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Get your personalized edition today 
+.-@ unique and beautiful sample of 
modern plastic binding packed with 
illustrated facts and ideas. Gives 
complete applica- 
tion story and cost 
advantages in or- 
ganizations of all 
types and sizes. 
Here’s a wealth of 
important informa- 
tion absolutely FREE. 


GENERAL BINDING CORPORATION 
812 W. Belmont Ave., Dept. BCH-10 
Chicago 14, illinois 
































quent contacts with our banks would 
indicate great willingness to extend 
lines of credit, with policies that are 
certainly flexible and liberal.’ The 
vice-president and treasurer of the 
food packing firm expresses the opin- 
ion that the banks “have at times been 
a little too liberal in extending credit,” 
although he adds that it is his “per- 
sonal feeling” that bank lending pol- 
icies generally are sound. 

Admitting that his knowledge of the 
subject is academic, since his company 
is not now borrowing from banks, the 
treasurer of the electrical manufac- 
turer hazards the following opinion: 
“T am sure that we would have more 
difficulty making a substantial loan 
now than would have been the case 
a year ago.” His real worry, however, 
is at the distribution level. “Not hav- 
ing a finance company of our own, we 
rely on banks to finance dealer inven- 
tories and consumer purchases of ap- 
pliances,” he explains. “In the past 
year, the policies of banks have no- 
ticeably tightened. Finance companies, 
in my opinion, have not tightened as 
much as banks. However, since banks 
are a main source of funds for the 
finance companies, it seems inevitable 
that tightening by the latter will come 
in due course. In the meantime, there 
is some shifting by dealers from banks 
to finance companies. This is serious 
for us, since it can and does mean that 
some of our dealers go over to a finance 
company of our competitor, taking on 
the competitor’s line, or placing more 
emphasis on it if they already happen 
to have it.” 

From E. P. Moxey, cashier of 
the Philco Corporation, Philadelphia, 
comes this somewhat similar com- 
ment: “Because of the tight money 
market, many banks have increased 
their standard of credit requirements 
beyond average ‘dealer and purchaser 
capacities. This policy conceivably can 
curtail sales and reduce production. 
Finance companies maintain a more 
normal policy. Installment credit 
finance rates have been increased by 
several banks, but not to the point of 
creating sales resistance.” 


S might be expected from their 
trained financial background, the 
treasurers showed a far better than 
average grasp of the factors under- 
lying the trend toward higher loan in- 
terest rates, and from the standpoint 
of the nation’s economy were favor- 
able or sympathetic to it. 

“T personally approve of the recent 
trend in interest rates and think it 
possible we may see some further in- 
crease,” says G. L. Harding of Pacific 
Telephone. This company is a heavy 
borrower of short term notes at the 
prime rate, and cleans these notes up 
once each year. 

Another financial officer asserts: “I 
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Trial balance with net group 
totals and grand total 

Trial balance with multiple amounts 
listed and accumulated from one 
card 

Old and new balance proof and 
ticket listing 

Batch proof 

Recap of batch proof sheets 

Recap of proof machine totals 

Breakdown of proof machine or 
batch sheet bulk totals 

Listing of incoming and outgoing 
transit and clearing letters 

Account number and amount listing 

Cashed check listing 
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Teller blotter consolidation 

Balancing cash 

Listing money orders by fee and 
amount 

Auditing cashier's checks by check 
number and amount 
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Listing groups of checks prior to 
“list posting” 

Preparing mortgage loan notices 

Listing debit and credit tickets 

Recap of branch office blotters 

Listing hours and wages by 
departments 

Daily statement of condition 
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Meet just about the most versatile partner any bank ever 
had—ready, willing and able to perform a variety of 
figuring functions in every department: Commercial Teller 
... Savings... Proof... Bookkeeping ... Transit . . . Loan 
... Trust . . . General Ledger. 


This latest Burroughs has two accumulating registers. It 
can add and subtract, directly, in either or both. It accumu- 
lates individual group totals and-the grand total simul- 
taneously, without recapping. 

What’s more, the exclusive Burroughs alternating register 
control enables the machine to store successive amounts 
alternately in the two registers, automatically. And each 
transaction is fully identified by easy-to-read symbols. 


Compact, light, and styled in the modern manner, the new 
Burroughs with Multiple Totals and Direct Subtraction 
crowns the efforts of five years’ research. Have your 
Burroughs man show you all it can do, today. Available in 
10-column and 13-column models, with wide or narrow 
carriage. Burroughs Adding Machine Company, Detroit 32. 
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EASY SNAP FILE BOX 
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THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
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“The Lowest Priced Modern Changer” 








@ Now more than 4500 satisfied users— 
banks, savings-loan, theatres, stores, 
ticket offices. 
@ Sturdy aluminum—gray hammertone finish. 
@ Compact, 8” x 10” x 6%4""—Weight 9 Ibs. 
@ Trouble-free—all parts and 
workmanship unconditionally 
guaranteed. 
AT BANK AND OFFICE’ 
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With roll-out base — $22.50 extra, 
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think the rate trend is sound .. . the 
rate must go up if we are to get back 
to a sound financial condition in this 
country.” His only criticism was that 
the upward trend may have been a 
little too slow in getting underway. 
Apparently the corporate officers 
would not be surprised to see the rates 
go up another notch or two. In the 


_ opinion of Lyman P. Robertson at Pa- 
| cific Mutual Life, the jump may be 


1% or *4 of 1 per cent, but following 
this he expects that there will be a 
leveling off and possibly a slip back 
to present levels. 

In corroboration, the treasurer of 
electrical manufacturing firm 
comments: “Unless the long historical 
trends of interest rates are to be some- 
how altered in the future, it seems to 


| me that the tendency will be for rates 





to rise. Not as sharply as they have 
in the past six months, but upward 
nevertheless. In the long run, higher 
rates will make more money available 
for lending. In this connection, recall 
the absurd statement, post-war, that 
there was not enough money in the 
country to finance the planned expan- 
sion of the electric utility industry. 
The statement was only true when 
qualified with the phrase ‘at existing 
interest rates.’ Utilities and all others 
obtained funds, but they paid a higher 
rate than existed in 1945. All of us 
may as well face the fact that the days 
of 2 per cent and 214 per cent money 
are past, for some time to come. Once 
reconciled to that, higher interest 
costs will probably be no more deter- 
rent to progress than a wage increase. 
Each time the money rate changes ap- 
preciably, some financing or borrow- 
ing plans are withdrawn or deferred. 
In my opinion, these are just tempo- 
rary maneuvers, provided they were 
for solid or substantial projects.” 


HERE was some difference of 
opinion or comment on the effect 
higher rates will have on borrowing 


_ plans. 


“Our borrowing so far has not been 
affected by the current rate trend,” 
states John B. Noone, secretary and 
assistant treasurer, Standard Brands 
Incorporated, New York City. He adds 
that his firm engages in seasonal bor- 
rowings and has no difficulty in ob- 
taining the accommodation desired. 

The assistant treasurer of a meat 
packer has this succinct observation: 
“We do not expect fluctuation in rate 
will affect our seasonal borrowings. 
We borrow only what we need for the 
proper conduct of our business. The 
rate is secondary.” 

While this may hold for short-term 
borrowing, the viewpoints changed 
somewhat as maturities lengthened. 
The treasurer of a manufacturing en- 





terprise pointed out: “When bank bor- 
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rowing is being used solely for the 
purpose of inventory fluctuations, or 
temporary bulges in accounts receiv- 
able, we do not believe that 14 per cent 
difference in interest rate will have 
much effect. However, when corpora- 
tions are planning on long term fi- 
nancing, high interest rates tend to 
slow down this type of borrowing.” 
And, the treasurer of the building 
supply manufacturer asserted, “The 
recent high interest rate will tempt 
us to drag our feet before seeking any 
loans for expansion.” 

Finally, the assistant secretary of 
an independent motor car manufac- 
turer maintained: “Current commer- 
cial borrowings are controlled more 
by requirements than by rates, but 
higher rates may indirectly affect both 
new and used car retail sales and also 
curtail dealers’ wholesale floorplan- 
ning.” 

Are any of the banks rendering un- 
usual services, and do you have any 
suggestions for broadening the list of 
these “extra” services? 

Apparently the banks are taking 
good care of any extraordinary re- 
quirements of their corporate custom- 
ers, for the treasurers had very few 
suggestions to offer in the way of 
additional services desired. 





William J. Hogan at American Air- | 


lines stresses the “great service” his 
banking connections render in expe- 
diting the ready and quick transfer 
of funds from the point of deposit to 
the point where the money is required. 
“In any number of other ways, such 


as the furnishing of credit informa- | 


tion, assistance in foreign currency 
dealings, etc., we find the banks of 
inestimable help,” says Mr. Hogan, 
“and we are regularly in receipt of 
suggestions aiming to improve cash 
flow and cash planning.” 

“Banks are, of course, indispensable 
as collection agencies and deposito- 
ries,’ declares John J. Scanlon, treas- 
urer, American Telephone and Tele- 
graph Company. “Various methods 
have been tested, depending on local 
conditions, for prompt concentration 
of funds at points of disbursement, 
including in some instances automatic 
remittances as balances reach certain 


amounts. Bankers are very co-opera- 


tive in working out special arrange- 
ments to fit our varied needs through- 
out the country and are uniformly 
service-minded in their approach to 
our wants.” 


A T.&T. also recognizes that bank- 
e ers are relied upon for invest- 


ment advice, and Mr. Scanlon com- | 


ments : ““We endeavor to keep them duly 


informed about our business and, be- | 
cxuse of the wide distribution of our | 


Stock, we make a point of sending 
them literature concerning our secu- 
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rity offerings to stockholders so that 
they may better serve any of these 
investors who turn to them for advice 
or assistance.” 

“We have found one of our banks 
very helpful, in an informal way, 
because of its knowledge of the vari- 
ous problems involved in negotiating 
and revising Government contracts,” 
states Joseph H. Detweiler, secretary 
and treasurer, Argus Cameras, Inc., 








| Ann Arbor, Michigan. 

| An auto official adds that “as a rule 
_ banks are willing to discuss an out-of- 
| routine suggestion, especially when a 
depositor has a problem which may 
not be common to other customers.”’ 
He also affirms that “some banks of 
their own volition study the activities 
of their depositors’ accounts and rec- 
ommend new procedures” likely to be 
advantageous. 

“Some banks do render us unusual 
services,” says a Pittsburgh treasurer 
appreciatively. “The alert, aggressive 
banks see possibilities of helping us 
and are constantly striving to do so. 
The nature of these services varies 
considerably, depending upon a multi- 
| plicity of situations. I have no specific 
| suggestions to make on this point, 
| other than that the banks should pur- 
' sue the fundamentals of good selling 

technique: know the customer and his 

requirements, and be looking for ways 
_in which to serve him.” 
| The concluding remarks of this 
| same financial officer aptly summarize 
| the thinking of the corporate treas- 
| urers in general, and make a good 
| ending for this survey report. He 
| makes this philosophic observation: 
| “Banks are just like other business 
| houses. Some are alert and drive to 
| get business; some are reasonably so; 
others are inclined to be apathetic, 
listless, just riding along. You find 
| the condition exists in any other line 
| of business. By and large, a depositor 
is dealing with people, and the bank 
people who can accommodate his re- 
quirements to the optimum are the 
ones he eventually does his business 
with.” 





SAVINGS AND LOAN 


| 
| (CONTINUED FROM PAGE 41) 


ance between conventional loans and 
those insured or guaranteed by gov- 
ernment agencies and, also, between 
loans for construction, refinance and 
purchase. 





| Mortgage Loan Yields. Conventional 
| mortgage lending at Second Federal! 
| is and has been at variable interest 
' rates from 444% to 6%. Some loans 
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are made at one rate with a lower rate tails. A quick look at one item from the 

at a prescribed lower balance. We also. same month for 4 past years will 

make FHA and GI loans. We have 5 demonstrate the utility of the reports 

rates at which some conventional loans for weighing present performance 

are or have been made; 5 FHA rates; against past records. Here is a tabula- 

and 2 GI rates. tion taken from three columns of the 
To determine our weighted average 3-foot report sheet: 











Total Paid On Total Net Change 





All Savings Accts. Withdrawals in Savings Accts. 
May 1953 1,080,898.32 722,982.60 357,914.72 
May 1952 1,169,105.57 570,026.61 599,078.96 
May 1951 868,397.89 515,195.34 353,202.55 
May 1950 699,074.73 396,301.44 302,773.29 
yield on all loans, we prepare quar- These figures can be had as far back 


terly a table showing the number of as June, 1934. (We opened for busi- 
loans at various rates, total amount at ness on April 21, 1934). Almost any 
each of those rates, average size of comparison can be made at a glance 
loan at each rate, percent of total for any year, for any half year, for 
amount at each rate and percent of any month, for any business day in 
total number at each rate. our entire existence. 
The summation of the December 31, 

1952 table will illustrate what it shows Report on Mortgage Activity. A 
us about our investment yield on our’ separate report on mortgage loan ac- 
mortgage loan portfolio as of that tivity is made weekly for our Main 
date: Office and our branch. A recap is in- 
cluded on the Main Office report which 


ste. ee oe Rate . combines the two. 

pa — Se The purpose of these reports is to 
Total Amount Average Size of Loan reflect, in detail, the trend in lending 
$33,641,847.19 $8,321.01 


activity by the week rather than to 

In the section of this article devoted Wait until month-end or to guess how 
to budgeting, the job of estimating in Ur new loan volume is shaping up. 
advance our interest return from our The reports are divided into three 
mortgage loan portfolio is materially Parts, loans on the books, loans ap- 
aided in accuracy by the conclusions Proved, and applications pending. 
brought out in this quarterly study. Under each heading, loans or applica- 

tions are listed by number and dollar 

Daily Report. Each important detail volume in two main groups, loans on 
of operation is tabulated each day on existing properties and construction 
a wide columnar sheet bound in a hard loans; and, under each heading, the fol- 
cover. These reports come to my desk lowing: Conventional, FHA, GI (orig- 
before the close of each business day. inated), GI (purchased) and Owner- 

Since opening a branch office in Built (under construction, only). 
January, 1952, we have had two books So far, we have discussed tables, re- 
in which daily reports are bound. One _ ports, charts and graphs that show us 
book contains individual report sheets where we have been and where we are. 
and monthly summaries for the Main An operating budget and a long range 
Office and for the Euclid Office. A sec- forecast complete our statistical ap- 
ond book carries combined totals in proach to business planning. 
much the same way. 

As this article is written, we are Budgets. Budgeting of Second Fed- 
in June, 1953. Let’s look at two or three eral’s operations has gone through 
items this year and then see how we’ much evolution to arrive at its current 
are doing compared with the same day _ status. At the present time, budgeting 
in 1952. On Monday, June 8, this year is closely related to other reports, 
we opened 15 new savings accounts at statistics and tables which we main- 
Main Office with new dollar volume of tain and which are checked daily. 
$34,400.56. Euclid Office had 5 new ac- The actual process of budgeting is 
counts for $587.73. How about the done monthly. Early in January, for 
corresponding day of 1952? Exactly example, we make up our budget for 
one year ago, Main Office had 12 new’ the six months period terminating on 
savings accounts for $10,929.40. Euclid June 30. 
branch office had 8 new accounts for Each month, thereafter, usually 
$6,946.47. The important point here within the first week, we get together 
is not these figures but the fact that with the facts and figures from the 
such detailed data is at our finger-tips previous month, with forecasts of in- 
at all times. come from loans and fees and other 

The second daily report book carries sources, and with forecasts of pur- 
a consolidation of the two office de- chases and expense commitments, and 
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revise our budget where necessary. 
Thus, we actually make 6 revisions 
of our budget in each half-year period. 
By this process, we are able accurately 
to forecast gross income, expenses, 
dividends and allocations to reserves. 
On the income side of our budget, 
we have 28 separate items; on the ex- 
pense side, 46 accounts. Headings 
across the top of our budget sheet 
start with the actual figures for the 
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corresponding period, one year ago. 
The second column contains the actual 
figures for the previous six months. 
The balance of the columns are double, 
first the estimates of the six months’ 
figures, then actual figures for the 
month. The second pair of columns 
includes the second month’s estimates 
for the half-year and the exact figures 
for two months. That means 1% of our 
period is now an accomplished fact. 
And, so it goes up to the sixth month’s 
estimate for the period and the actual 
figures for the six months. 

To illustrate, let us look at one item 
from our operating budget for the last 
half year of 1952. Let’s take one ac- 
count at random from the Expense 
Budget. Our account number 313 is 
Light, meaning electricity. In the last 
half of 1951, we spent $1,786.46; in 
the first half of 1952, $1,684.39. We 
budgeted $1,700 for the last half of 
1952. On July 31, we had _ spent 





to $345,632.38. Because we were gain- 
ing steadily in our mortgage loan port- 
folio, we did not simply double this 
figure, but re-set our 6-month estimate 
at $703,074.46. October produced 
$119,578.18 in interest income bring- 
ing the 4-month total to $465,210.56, 
so we set our period budget up to 
$708,210.56. November brought the 
total to $582,400.09 and we estimated 
the half year total at $704,118.28. 
We did not take into consideration 
our own efforts to bring most loan ac- 
counts up to date and so the six 
month’s final account came out $727,- 
903.49. We started with $716,625, so 


our margin of error, after all, was 
small. 
Most important for our ultimate 


forecasting is the effort of all of these 
items in total on our net profit. Here 
is a summary of our forecast and re- 
visions of two important items, Divi- 
dends and Net Profits for Reserves: 








Actual Fig. Actual Fig. 
Last Half First Half 
1951 1952 
$26°,665.22 $313,763.16 


$122,440.44 $213,449.04 


Dividends 
Net Profit 


Estimate 
Made 
Nov. 1 


$346,709.76 
$181,869.23 


Dividends 
Net Profit 


Estimate Estimate Estimate 
Made Made Made 
July 1 Sept. 1 Oct. 1 


$346,681.86 $346,709.76 $346,709.76 
$183,667.85 $185,304.38 $175,896.99 


Estimate Actual 
Made Dec. 31 
Dec. 1 1952 

$346,709.76 $355,286.20 
$181,649.01 $180,896.32 








$342.71. On August 31, our Light ex- 
pense was up to $772.31. By September 
30, it was $1,189.81. Up to this point 
we had continued our period “guess” 
at $1,700. Now, we increased that esti- 
mate to $2,200. Our October expense 
came up to $1,592.59 for the period to 
date. Again, we upped our estimate for 
the entire period to $2,388. November 
30, actual came to $1,926.32. We re- 
vised the budget again to $2,260.05. 
The final total came to $2,221.49. While 
this is a relatively minor item in our 
operation, this report shows how we 
revise aS we go. 

Budgeting income presents more 
difficult “guesstimating.” The largest 
single income item in our budget is 





Looking back to July, 1952, we set up 
our figures like this: Actual figure, last 


. half of 1951 was $515,117.58; actual 


figure, first half 1952 was $607,711.95; 
last half estimate made July 1, 1952: 
$716,625.00. 

At end of July, collections were 
$111,999.71, so we revised our estimate 


| downward to $693,875 for the period. 


By end of August total collected for 


| two months was $230,077.26. We were 
| doing better, so we again revised our 
| period estimate to $710,097.26. Sep- 


tember collections were down a bit and 


_ brought our 3-month interest collected 





Budgets, revised each month, help 
Second Federal to chart its course with 
a high degree of accuracy at least 
throughout every six-month period. 


Long Range Forecasting. The ob- 
vious direction in which all of these 
statistical studies leads us is a long 
range forecast. Here are a few figures 
from our current estimate of Second 
Federal’s growth. 

Our detailed forecasting is made for 
annual periods at years’ ends. Our 
estimate now shows for the end of 
1953, $38,401,693.23 in savings with 
27,931 savings accounts; $39,954,000 
in total volume of mortgage loans; 
$49,218,000 in total assets. 

At the end of 1954, we expect to 
have $44,170,627 in savings, $45,720,- 
000 in mortgage loans and $57,008,000 
in total assets. 

By 1956, unless our gazing into our 
realistic crystal ball is way off, we 
should record $52,852,898.16 in sav- 
ings, $54,401,000 in total loans and 
$69,771,000 in assets. 

All forecasting is perilous so we 
could be wrong in that particular cate- 
gory. But, with the type of records, re- 
ports, tables, studies and charts we use 
we know where we have been, we know 
where we are, and we think we know 
where we are going. 
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